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AITCH for the Hormes & Epwarps Invaip 


Announcements. ~» 1932 1s Our Golden Annwersary! «= A nd what marvelous new merchandis- 
ing plans have been created to commemorate it. ~~ New promotions ... new containers ... new 
merchandise, in. fact every detail has been carefully planned to make Holmes & Edwards 
Inlaid reach a 50-year peak in salabilty and profit... a profit in which you will share. 


«~ Imp:rtant announcements are being matled to the trade. Watch for them. 





HOLMES & EDWARDS INLAID 


“Something More Than Plate’’ 


INTERNATIONAL SILVER COMPANY + HOLMES & EDWARDS DIVISION + MERIDEN, CONNECTICUT 





Cuicaco, Merchandise Mart - ATLANTA, 801 Hurt Bldg. » New York, 9-19 Maiden Lane + St. Louis, Ambassador Bldg. - SAN Francisco, 150 Post St. 
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Lady Ha milton 
latest design success in 


COMMUNITY 
PLATE 


A design of exquisite simplicity that 
is the very essence of the modern 
and the aristocratic—Lady Hamilton 
is styled to the new charm-urge that 
is tempting women now to spend 


millions of dollars. 
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ONEIDA COMMUNITY, LTD. 
ONEIDA, NEW YORK 

























SPEAKING OF THE JEWELRY TRADE 


, I, discussing the 

subject of “Old Gold for New,” C. 
W. Stones, manager of the New 
York office of Johnson, Matthey & 
Company, stressed the great success 
that had attended a similar campaign 
recently held in England. 

“The London house of Johnson, 
Matthey, Ltd., for a period of more 
than 20 weeks were inundated with 
gold articles of every form and 
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shape, including many valuable an- 
tiques, the value of which purchases 
nade a total daily average of close 
on $500,000. This movement bene- 
fited the seller and also the British 
Treasury, giving the former money 
to use in making new purchases, stim- 
ulating trade and adding to the treas- 
ury’s reserve a very welcome increase 
of gold. 

“The movement was not confined 
alone to England, but extended to 
India and for several weeks millions 
of dollars worth of gold in the form 
of old and useless trinkets found its 
way to London refiners and ultimate- 
ly into the treasury.” 


4 ¢ ¢ 


A recent advertisement 
of the auction sale of diamond jewelry 
by the Provident Loan Society of 
New York contained a statement 
headed “A Few Words About Dia- 
mond Values” that were highly com- 
mended in the industry. Said the ad: 

“Gem diamonds have several major 
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qualities: one is their intrinsic beauty 
which never varies; another is their 
long-range tendency to increase in 
value in spite of minor fluctuations 
due to temporary economic conditions. 

“While present prices at the So- 
ciety’s sales are substantially lower 
than in 1928, diamonds have not de- 
preciated in value to the extent that 
has characterized most other commo- 
dities and forms of investment. Those 
who are interested in diamonds as 
adornment or investment will find 
that the Society’s auction sales afford 
some splendid opportunities.” 








CREDIT THE BACKBONE OF 
BUSINESS 





—The human body has a backbone. Remove 
that backbone and the body would crumple 
to the ground. 

—Business has a backbone. That backbone 
is credit. Remove credit and business 
crumples as well. 

—It isn’t uneconomic or sinful to owe 
money. Our whole commercial system is 
adjusted to the reasonable use of credit. 

—There is a huge reservoir of money (and 
credit) in this country and abroad. 

—But the keepers of that money will not 
release it so that it can regain its normal 
flow into the many and arid channels of 
business. 

—When the bankers recover their poise and 
courage, decent times will return again. 

—In the meantime business is scarred but 
still in the ring. 
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ren may 
be the spice of business, but here’s an 
instance where the ‘seasoning’ is too 
high,” said S. M. Miller of M. D. 
Lipton, Inc., Long Beach, Cal., in 
speaking of the practices of the ship’s 
service department of the United 
States Navy selling goods to the en- 
listed men at cost. “Manufacturers,” 
said Mr. Miller, “sell their merchan- 
dise to these ships at wholesale prices 























which makes the consumer’s price 
very close to the merchant’s cost price 
without any tax to pay. Now, it may 
be all right to sell necessities, but it 
seems that various jobbers and manu- 
facturers are now selling to sailors 
aboard ship such items as diamonds, 
necklaces, ladies’ dresses, lingerie, etc., 
which creates a condition objectiona- 
ble to every merchant. 

“We who pay heavy taxes to sup- 
port the Navy should have every rea- 
son to demand that the government 
put a stop to selling merchandise, that 
cannot be classed as a necessity, at 
wholesale prices. It is unfair to all 
of us who try to give dollar for dollar 
values on every article we sell to have 
some producers sell their goods where 
it is known in advance no profit is 
expected to be made. The House of 
Representatives adopted a resolution 
to investigate government competition 
with private enterprise. This was di- 
rected particularly at the army stores, 
but the same condition exists aboard 
ships.” 
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THE JEWELRY TAX 


Who Pays It? —When, Why and Where? 


Wen President Hoover, 


June 6, signed the Revenue Act agreed to in conference 
and passed by the House and Senate, the manufacturers’ 
excise taxes comprising Title IV of the bill became ef- 
fective as of June 21. Section 605 of this title imposes 
a tax of 10 per cent on jewelry of all kinds, watches, 
clocks, gems, precious metal articles, opera glasses, lorgn- 
ettes, etc., sold by the manufacturer, producer or im- 
porter thereof. But the Act exempted from the tax, sil- 
ver plated ware; frames or mountings for spectacles and 
eyeglasses; articles used for religious purposes as well as 
such articles within the provisions of the Act that were 
sold for less than $3 each. 

But although the jewelry lines were specified in Sec- 
tion 605 there were many other paragraphs in the chap- 
ter on manufacturers’ excise taxes that interpret the 
general principles of all sections of Title IV, and bore di- 
rectly or indirectly on Section 605 and which under the 
law will be taken under consideration in the interpreta- 
tion of the jewelry tax. 

For this reason the full import or meaning of the 
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jewelry paragraph was not fully understood and ques- 
tions as to how it affected sales by the various branches 
of the trade were discussed generally throughout the 
country. Some of the questions that arose could be an- 
swered by a careful study of all provisions of Title IV, 
but many can not be definitely determined until after 
the Commissioner of Internal Revenue shall have finished 
the regulations which he is empowered to make in con- 
nection with the enforcement of the Act. 


Pos the time the 
bill was finally passed by the Senate and particularly 
after the Conference Measure was signed by the Presi- 
dent, questions of all kinds in connection with the tax 
poured into THE JEWELERS CIRCULAR office from 
every branch of the trade and from every section of the 
country. These questions were presented personally, by 
messenger, by mail, and by telephone. They indicated 
that though some of our manufacturers, importers, whole- 
salers and retailers had studied the provisions of Section 
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605, many had not studied the other sections of Title 
IV of the bill that more or less bore on the interpretation 
of this clause. Some of the questions, however, indicated 
that the inquirers had little or no idea as to what the 
new jewelry tax was, on whom it was levied, on what 
it was levied or what it was intended to accomplish. 

From the hundreds of questions that have been sub- 
mitted to us in the first few days after the enactment of 
the law, we have selected a number as among those 
bearing on the points most generally touched upon and on 
which information seemed to be most generally desired. 
A large number of other questions that have been raised 
cannot be answered even tentatively until the regulations 
of the Commissioner of Internal Revenue have been pro- 
mulgated or until the Treasury Department itself has 
ruled definitely upon the subjects. 

Officers of the jewelry trade’s special tax committee 
recently paid a personal visit to Washington and have 
been in consultation with the Revenue Department for 
the purpose of straightening out many of the problems 
that will arise under the tax law and have submitted a 
number of more important basic questions on which rul- 
ings are deemed necessary at once. 

An outline of the provisions of the tax law relating to 
jewelry was prepared by the committee and appears on 
page 17. 





The following are some of the more general questions 
submitted to this office and the answers given thereto: 


Question. When does the jewelry tax law go into 
effect? 
Answer. June 21, 1932. 


Q. On what is the tax levied? 

A. On the sale of all articles known as jewelry, real 
or imitation ; gems and imitations ; articles made of precious 
metals or imitations or ivory, or fitted or mounted with 
the same; watches, clocks and parts; opera glasses, lorgn- 
ettes, field glasses, etc.; also watch and clock parts sold 
for more than 9 cents each. 


Q. What articles are exempted from the tax? 


A. Sales of silver plated ware; of frames and mountings 
for spectacles and eyeglasses; surgical instruments; arti- 
cles used for religious purposes as well as any articles 
(except watch and clock parts) that are sold for less 


than $3. 
Q. Who pays the tax? 


A. The manufacturer, importer or producer of the 
article. 


Q. How much does he pay? 
A. Ten per cent of the price charged. 


Q. What is meant by producer? 


A. One who produces an article by assembling units 
made by others. As, for instance, one who puts a gem 
into’a ring mounting. Putting a watch movement in a 
case was held under the old law to produce a watch. 


Q. How is the tax to be paid? 

A. The manufacturer, importer or producer will 
make a report to the government each month in dupli- 
cate on his sales of taxable articles and will pay the tax 
thereon. (Turn to page 16) 
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SEC. 605. TAX ON JEWELRY, ETC. 


There is hereby imposed upon the following ar-. 
ticles, sold by the manufacturer, producer, or im- 
porter, a tax equivalent to 10 per centum of the 
price for which so sold: Articles commonly or com- 
mercially known as jewelry, whether real or imi- 
tation; pearls, precious and semiprecious stones, 
and imitations thereof; articles made of, or orna- 
mented, mounted or fitted with, precious metals 
or imitations thereof or ivory (not including surgical 
instruments or silver-plated ware, or frames or 
mountings for spectacles or eyeglasses); watches; 
clocks; parts for watches or clocks sold for more 
than 9 cents each; opera glasses; lorgnettes; marine 
glasses, field glasses; and binoculars. 

No tax shall be imposed under this section on 
any article used for religious purposes, or any -ar- 
ticle (other than watch parts or clock parts) sold 
for less than $3. 


SEC. 619. SALE PRICE. 


(a) In determining, for the purposes of this title, 
the price for which an article is sold, there shall be 
included any charge for coverings and containers 
of whatever nature, and any charge incident to 
placing the article in condition packed ready for 
shipment, but there shall be excluded the amount 
of tax imposed by this title, whether or not stated 
as a separate charge. A transportation, delivery, 
insurance, installation, or other charge (not required 
by the foregoing sentence to be included) shall be 
excluded from the price only if the amount thereof 
is established to the satisfaction of the Commis- 
sioner, in accordance with the regulations. 

(b) If an article is—(1) Sold at retail; (2) sold 
on consignment; or (3) sold (otherwise than through 
an arm’s-length transaction) at less than the fair 
market price; the tax under this title shall (if based 
on the price for which the article is sold) be com- 
puted on the price for which such articles are sold, 
in the ordinary course of trade, by manufacturers 
or producers thereof, as determined by the Com- 
missioner. 

(c) In the case of (1) a lease, (2) a contract 
for the sale of an article wherein it is provided that 
the price shall be paid by installments and title to 
the article sold does not pass until a future date 
notwithstanding partial payment by installments, or 
(3) a conditional sale, there shall be paid upon each 
payment with respect to the article that portion of 
the total tax which is proportionate to the portion 
of the total amount to be paid represented by such 
payment. 


SEC. 620. SALE OF ARTICLES FOR FURTHER 
MANUFACTURE 


Under regulations prescribed by this Commis- 
sioner with the approval of the Secretary, no tax 
under this title shall be imposed upon any article 
(other than a tire or inner tube, or an article tax- 
able under section 604, relating to the tax on furs) 
sold for use as material in the manufacture or pro- 
duction of, or for use as a component part of, an 
article to be manufactured or produced by the 
vendee which will be taxable under this title or 
sold free of tax by virtue of this section. If the 
vendee resells an article sold to him free of tax 
under this section, then for the purposes of this 
title he shall be considered the manufacturer or 
producer of such article. 











SEC. 623. SALES BY OTHERS THAN MANUFAC- 
TURER, PRODUCER OR IMPORTER 


In case any person acquires from the manufac- 
turer, producer, or importer of an article, by opera- 
tion of law or as a result of any transaction not tax- 
able under this title, the right to sell such article, 
the sale of such article by such person shall be tax- 
able under this title as if made by the manufac- 
turer, producer, or importer, and such person shall 
be liable for the tax. 


(QuEsTIONS CONTINUED FROM Pace 15) 


Q. To whom does he make his report? 


A. To the Internal Revenue Collector of his local 
district. 


Q. How often must sales be reported? 

A. Every person liable to pay the tax shall make 
monthly returns under oath to the collector for the dis- 
trict in which is located his principal place of business 
and the tax shall be due and payable to the collector at 
the time fixed for filing the returns. The time so fixed 
will probably be before July 31 for sales in June, before 
Aug. 31 for sales to July, and so on. 


Q. Will he get a bill from the government on his 
report? 

A. No, he must make his payment with the report on 
sales made. 


Q. Does the retailer or wholesaler pay any tax? 


A. Not as retailer or wholesaler, but most retailers and 
wholesalers will be subject to taxation on sales of articles 
they have manufactured, imported or produced. Retailers 
or wholesalers will pay mo tax on articles which have been 
bought in complete form by them from others and sold 
without change of form. But on all articles imported or 
assembled by them a tax is due when sold. 


Q. Will the retailer or wholesaler have to make any 
return to the Government? 

A. No return is necessary on articles which they sell 
in the same condition in which they purchase them. 


Q. What articles sold by the manufacturer, importer 
or producer will bear no tax under the bill? 

A. Silver plated ware, frames or mountings for spec- 
tacles or eyeglasses and articles used for religious pur- 
poses as well as any article sold for less than $3 to a 
dealer. 


Q. Would a wedding ring be considered an article 
used for a religious purpose? 


A. No. 


Q. Is an article sold for $3 by manufacturer, importer 
or producer exempt? 

A. No, the law exempts articles sold for less than $3. 
One for $2.99 is exempt, one for $3 pays a tax. 


Q. On what is the exemption based? The value of 
each article sold or the value of the total bill? 

A. The exemption is based on the unit price of the 
sale. 








Q. If a manufacturer sells 12 spoons at $2.75 each is 
one exempt or the entire number exempt from taxation? 

A. If the unit price is $2.75 the sale of each unit js 
exempt whether it be one or a thousand. 





Q. Is an article leased under a conditional bill of sai, 
exempt from taxation? 

A. No. Under Section 618 the lease of an article j, 
considered the sale of such article, but the tax is due only 
on the installments as they are paid. 


Q. If an article is sold at a distress price is this tp 
be used as a basis for the tax? . 

A. No. If an article is sold (1) at retail; (2) o 
consignment; or (3) at less than the fair market Price, 
the tax is to be computed on the price for which such 
articles are sold in ordinary course of trade by manufac. 
turers as determined by the Commissioner of Internal 
Revenue. 


Q. Is there any provision for a stock or “floor” tax 
on articles in the hands of manufacturers, wholesalers or 
retailers at the time the bill goes into effect? 

A. No, there is no provision for a floor tax. Taxes 
accrue only when sales are made. 





Q. Does the wholesaler or retailer pay the tax direct. 
ly or indirectly when he buys from the manufacturer, im. 
porter or producer? 

A. The chances are he will pay it in the form of an 
increased price which in turn he will have to pass on to his 
customer. 


Q. Is double taxation prevented by the bill? 


A. Ina large measure, yes. Under regulations prescribed 
by the Commissioner of Internal Revenue, no tax shall 
be imposed on any article sold for use as material in the 
manufacture of an article to be produced by the buyer 
which will be taxable under this title. If the buyer re- 
sells an article sold to him free of tax under these regu- 
lations, then for the purpose of the Act, he shall be con- 
sidered the manufacturer and producer of the article. 





Q. Do goods made before June 21 pay a tax? 

A. The tax does not relate to the date of manufac- 
ture of an article but to the sale of the same by the man- 
ufacturer, importer or producer thereof. If you have 
made or imported an article and have sold it on or after 
June 21, you must pay the tax. 


Q. Are articles given out on memorandum prior to 
June 21 taxable? 

A. The date of the memorandum has no bearing on 
the taxability of the sale. If the sale was made on June 
21 or thereafter, it is subject to the tax. 


Q. What will determine the date of the sale? 


A. The time at which title passes to the buyer from 
the seller. 


Q. Is there a tax on sales for export? 

A. While the law does not so state, previous regula- 
tions of the Treasury Department have exempted sales 
for export. 
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The special committee on taxation of the jewelry in- 
dustry has issued an outline of the provisions of the 
jewelry section of the Revenue Act of 1932, effective 
June 21. This outline is, of course, subject to revision, 
but as issued is as follows. 


Amount of Tax—Ten per cent. 

Date of Tax—June 21, 1932 (all sales made this day 
included). 

Who Pays—Manufacturer, producer, importer, when 
he sells articles he has an hand June 21, 1932, 
or those he manufactures, produces or im- 
ports while this law is in effect. 
Wholesaler or retailer, if he manufactured, 
imported or produced (assembled) when he 
sells such articles he has on hand June 21, 
1932, or those he manufactures, imports or 
produces while this law is in effect. 


Tax Applies to—Articles sold by a manufacturer of 
articles made by him; articles produced (as- 
sembled) by a producer; articles imported by 
an importer (see exemptions). 

Articles Taxed—Articles commonly and commercial- 
ly known as jewelry (regardless of materials 
from which they are made), whether real or 
imitation. 

Pearls, precious and semiprecious stones and 
imitations thereof. . 

Articles made of, or ornamented, or fitted with 
precious metals or imitations thereof, or 
ivory; watches; clocks; parts of watches or 
clocks sold for more than nine cents. 

Opera glasses, lorgnettes, marine glasses, field 
glasses and binoculars. 

Exemptions—Surgical instruments. 

Frames or mountings for spectacles and eye- 
glasses. 

All silver plated ware. 

Articles for religious purposes. 

Also all articles, when sold for less than $3.00, 
except parts of watches and clocks, and arti- 
cles on hand June 21, 1932—in the stock of a 
manufacturer who did not make them or a pro- 
ducer who did not produce them or an importer 
who did not import them. 

Basis of Tax—All taxes are assessed on the price at 
which the article is sold or similar articles 
are ordinarily sold by a manufacturer. 

Not on all the full retail selling price in case 
a retailer is the producer. 

Not necessarily on the actual cost of the arti- 
cle in case there has been a reduction in value 
since the component parts were bought, but 
on the regular price a manufacturer would 
charge, or present market value of same. 

No tax is imposed on fully manufactured 
articles in a wholesaler’s or retailer’s stock 
June 21, 1932, unless he produced or imported 
them. 

Should a manufacturer, wholesaler or retailer 
produce articles taxable under this law from 
tax free articles on hand June 21, 1932, or 
purchased after that date, the total price of 
which is $3.00 or more, as provided, the tax 
must then be paid—on the manufacturer’s 
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Outline of Provisions of Jewelry Section 


ordinary selling price for such completed 
article. 

Producer—Anyone who buys parts, whether a man- 
ufacturer, wholesaler or retailer and assem- 
bles them in a completed article is a producer 
and must pay the tax and make monthly re- 
ports on all such sales. 

Further Manufacture—When an importer sells an 

article he imports or a manufacturer sells an 
article he has made for further use in an arti- 
cle to be manufactured, no tax is due provid- 
ing it is sold to one who ordinarily manufac- 
tures or produces. 
Should such a manufacturer or producer sell 
this in the condition he purchased it he must 
pay the tax (unless sold for further manufac- 
ture. 

Certificates—Should the manufacturer or producer 
sell to another manufacturer or producer he 
may secure a certificate, the form for which 
will be found in the regulations, and there is 
no tax paid unt? manufacturer or producer 
changes the artici: or sells it for consumption 
or use. We ac~'se all those who sell any 
goods for further manufacture to secure a 

. certificate from the purchaser. 

Payment of Tax—Reports in duplicate must be filed 
for each calendar month on special forms you 
can secure from the Collector of Internal 
Revenue in your district. All reports and 
payments must be made monthly until law 
expires. 

First Report—For the first period, June 21 to 30, re- 
port must be made and paid to the Collector 

in your district before July 31, 1932. 

Tax Refund—Anyone producing an article on which 
a tax on the value of the completed article is 
due, using a part such as an unset diamond on 
which a tax has been paid, may claim a refund 
amounting to the tax paid on such component 
part. 

Regulations—For the administration of this act are 
being printed, and may be procured from the 
Collector of Internal Revenue in your district 
after June 21, 1932. 

Tax Expires—June 30, 1934. 

The following information is based upon former 
regulations used by the Treasury Department. We 
understand that these will furnish the basis for the 
new regulations. 

Article—Article is specifically designated as a unit, 
even though it may ordinarily be sold at retail 
in a set; for instance, a dozen spoons, a set 
of flat silver in a case, etc. If, for example, 
all the articles in a chest of silver are sold for 
less than $3.00 each, the tax does not apply 
to any part of it; if, however, any one article 
in the set sells for more than $3.00, then the 
tax applies to that article and not to the 
manufacturer’s sale price of the entire chest. 
The ruling also provides that when articles 
are ordinarily sold in fixed groups, such as a 
pair of links, a set of studs, a pair of salt and 
peppers—such groups are in reality the arti- 
cle and so regarded for this tax. 

(Turn to page 32) 








"BUY OLD GOLD" PLAN 





WILLIAM P. WALSH 


, “(| know of no other plan” 
said William P. Walsh, of Bush & Walsh, jewelers, 
Passaic, N. J., speaking of the ‘“‘Buy Old Gold” campaign 
conducted recently in his store, “that has been attempted 
since the beginning of this depression that has shown the 
results, involving no expense, that this old gold window 
display has. 

“Tt answers the question often put to the jeweler by 
the prospective customer: ‘What can I use for money?’ 

“Tt brings prospects into the store. 

“Tt takes out of circulation a lot of useless jewelry 
which only prevents the owner from purchasing some- 
thing new. 

“Tt assists in the general plan of inflation which is a 
condition which must be restored before any real move- 
ment toward business upturn can be expected. 

“Tt requires genuine vision, really to appreciate the pos- 
sibilities of this old gold campaign.” 
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Full directions telling how the “Buy Old Gold” win- 
dow is constructed are given by George Vallis, display 
authority, who designed and executed the exhibit shown in 
the illustration on page 19. 

To make the display, mount the photostat on the white 
display board and letter the following line across the top: 


HAVE YOU A GOLD RESERVE IN YOUR 
HOME? 


Below, in two columns, letter this copy: (1) It is esti- 
mated that there is more than $400,000,000 in old gold 
lying idle in the homes of the 30,000,000 families in the 
United States. (2) Don’t hoard your old jewelry—Put 
it to work. We pay cash for old gold or credit its value 
on any merchandise. 

Buy your wooden letters to spell: Old gold is valuable 
—we credit mint value on all purchases (this, or similar 
copy according to the length of the back of your window). 
Gild the letters ; when they are dry glue them to strips of 
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black mounting board cut four inches wide. ‘This allows 
a margin of three quarters of an inch top and bottom. 

This strip sign should be thumbtacked right across the 
back of your window. 

Mount the photographs on the blue display board leav- 
ing a margin on the right for lettering in a description. 

Take the crucible to your local plumber and have him 
put some hot lead in it. Upset it so that part of the 
molten metal flows out and let it harden in that position. 
When it has cooled off, you will be able to remove the lead 
from the crucible. ‘Then gild the metal and when it has. 
dried put it back. With this should go a card reading: 
“As the gold appears after it has been melted in the 
crucible.” 

Use four elevations on which to display the trinket 
boxes. ‘These elevations should be covered with the blue 
duvetyne or some blue rayon. For the background and 
floor covering the champagne colored duvetyne should be 
used. 

In the foreground, in front of each trinket box, place 
a disk of black display board. These disks should be 
backed with a circle of gold paper about one inch more in 
diameter than the black disks so that there will be a gold 
border of half an inch showing. On each disk place one 
of the gold coins. A ribbon should lead from the trinket 
box to the disk in front of it, circle around the coin and 
end in a bow. Beside the coin place a card reading: 
“$5 is the value of the old gold in this trinket box.” The 
tie-up is that the old gold you display in each trinket box 
has a value equivalent to the coin displayed on the disk 
in front of that box. 

Across the front of the window, just in front of the 
glass, place about five individual pieces of old gold, with 
small cards attached giving their cash value. 














MATERIALS NEEDED: 


The window display shown below will require little 
specialized ability to build other than some lettering. If 
you follow the directions carefully there should be no 
trouble in putting in the window. Of course, it is always 
advisable to work in some ideas of your own, expressing 
if possible the individuality of your store. 


1. Photostatic enlargement of drawing which ap- 
peared on pages 26-27 of the June JEWELERS’ 
CrrcuLaR. (May be had at cost.) 


2. Four trinket boxes. 


3. A-small crucible. This may be obtained from 
your refiner. 


4. Four sheets of mounting board, two black, one 
white and one blue, and a sheet of gold paper. 


5. Some photographs of a refiner’s plant. 


6. Wooden letters, 22 inches high (may be pur- 
chased at a five and ten cent store). 


Some duvetyne drapes, champagne and blue. 


Black cards for lettering, blue ribbon, black 
and white inks and a lettering pen. 


9. Gold pieces: $2.50, $5, $10 and $20. 
10.. Gold paint. 


These materials should not cost more than $5. 











Rawr +5 8 Ge nective we vox omen. 


Ten people brought in their old gold jewelry to exchange it for cash the first day this window was on display in the store of Bush 
& Walsh, Passaic, N. J. 
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Better Sales in June 


OR the first time in many months 
a decided upturn in sales was no- 

ticeable in June among the retail 
jewelers of the country, but whether 
or not this indicates the turning point 
of business time alone can tell. 

There is no doubt that there were 
many factors responsible, in part, for 
this increase in business. Among the 
most important was the demand for 
presents for brides and graduates, 
weddings and commencements occur- 
ring in the usual number. Added to 
this was the business created by jewel- 
ers who induced their customers to 
buy before the new sales tax went 
into effect, this being a factor that 
also increased business between retail- 
er, wholesaler and manufacturer. In 
addition, many retailers benefitted by 
the campaign to bring out the old 
gold held by the public in the way of 
discarded trinkets and broken jewelry, 
watches, pencils and other pieces. 
Also a small part of the business was 
due to the demand for novelties, 
among which might be classed some 
products now made in natural gold. 

But whatever the cause or causes 
might be, the increase shown by June 
business was heartily welcomed by the 
industry. It is hoped that this is but 
a harbinger of the sales that the 
jewelers will have the rest of the year 
now that many of our upsetting con- 
ditions in the political, economic, and 
business world are gradually turning 
toward a solution. 


4 4 
The Jewelry Tax 
ONGRESS enacted and- the 


President signed the Revenue 
Law just after the last issue of THE 
JEWELERS’ CIRCULAR went to press. 
This provided a 10 per cent tax on 
all sales by manufacturers, producers 
or importers of all articles of jewelry, 
gems and precious metals. It exempt- 
ed silver-plated ware, frames and 
mountings for spectacles and eye- 
glasses, articles used for religious pur- 





poses as well as any articles sold for 
less than $3. 

While Congress apparently at- 
tempted to tax the sale of the manu- 
facturer and importer, as a matter of 
fact, most wholesale and retail jewel- 
ers will have to file returns and pay 
the tax because they are producers of 
many of the articles they sell. For 
every man is a “producer” who makes 








MAN MOVES FORWARD 


Man, the human form, is constructed to 
move forward. 

His feet point forward, his chest and chin 
are thrust forward, his eyes look forward. 

Very few men have ever seen what they 
look like from behind. They haven’t missed 
much. It’s the front of a man that counts. 

Man always walks forward. Nobody but a 
freak would ever think of walking backwards. 

So, by ever walking forward man always 
progresses. His brain visualizes a distant for- 
ward goal; his eyes show him the way for- 
ward; his body just naturally carries him for- 
ward. 

Therefore man, the forward walking crea- 
ture is by nature a constructive worker, a 
congenital optimist. He may get an occasional 
setback, as at present, but you can’t hold him 
down for long. ‘ 

Man is the one living creature that is al- 
wavs dissatisfied with fixed conditions. 

He must move forward. 


pO ta 


President 


caheeettemenieneeenallll 
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an article covered by the jewelry 
section by combining two or more 
pieces, as by setting a stone in a 
mounting or a movement in a case. 

The tax law which went into ef- 
fect June 21 covers the sale of every 
article no matter when made, import- 
ed or produced, if it is sold by the 
manufacturer, importer or producer 
of the article. Jewelers selling an ar- 
ticle of which they are not the manu- 
facturer, importer or producer pay no 
tax and file no return. 

Some sections of the tax law which 
relate to the jewelry tax with answers 
to a few of the many hundreds of 
questions received in this office appear 
on other pages, together with a sum- 
mary of the law as announced by the 
Special Taxation Committee of the 
Jewelry Industry. 
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The Fight Has Started 


HE first real step in the fight 
against the practices of the cata- 
log houses was made, June 9, when 
the Federal Trade Commission pub- 
licly announced a complaint which 
was based on the application made in 
May by the American National Re- 
tail Jewelers Association. This was 
in connection with a campaign started 
by the association through its counsel, 
Felix H. Levy, in January, 1931, 
which resulted in the gathering of 
facts relating to the evils of the com- 
petition of the catalog house, from all 
parts of the country. On these facts 
applications for complaints were made 
to the Federal Trade Commission. 
The fight was made against the 
general principles underlying such 
competition and its effect on industry, 
and in the first complaint issued by 
the Federal Trade Commission last 
month the Commission announces as 
a basis for its action that 


“A wholesaler is one who sells 

to the trade but never to the ul- 

timate consumer of an individual 

unit as such. It is the character 

of sales to the trade that marks 

and distinguishes a wholesaler.” 
and the complaint then declares: 


“that in principle and in fact the 

respondent is not a wholesaler 

but is a mail order house engaged 

in selling to the consuming pub- 
lic.” 

After reciting the acts of competi- 

tion of which the defendant is 

charged, the complaint goes on to say: 


“The aforesaid practices of respondent 
have had and have the capacity and ten- 
dency to mislead and deceive the pur- 
chasing public into the belief that the 
products offered for sale and sold by it 
are sold at wholesale prices and that such 
persons as purchase such articles from 
the respondent may buy at the wholesale 
prices and save the retail dealer’s profit 
and to induce the purchase of the res- 
pondent’s products by members of the 
purchasing public in reliance upon such 
erroneous belief. 

“The aforesaid practices of respondent 
have had and have and each of them has 
had and has the capacity and tendency 
unfairly to divert trade to the respondent 
from competitors who truthfully describe 
their status and prices at which their 
products are regularly sold.” 
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EDITOR'S DESK cepa cessteoon 


Editor. 





It should be understood that al- 
though the complaint has been filed, 
the defendants have not answered, 
and that the case is by no means de- 
cided. But irrespective of the out- 
come of this particular case in ques- 
tion, the American National Retail 
Jewelers Association and its counsel 
are to be congratulated on the fact 
that they have obtained from the Fed- 
eral Trade Commission such a clear 
and emphatic statement to the effect 
that practices such as are complained 
of in the fight against the “catalog” 
wholesaler are unfair competition 
within the meaning of the laws and 
subject for relief under the Federal 
Trade Commission Act. This is an 
achievement that should be _ hailed 
throughout other industries as well as 
one that may point a way to the 
amelioration of the “catalog competi- 
tion” which has grown so disastrous 
to all retail merchants of recent years. 


¢¢¢ 


Yellow Gold 


N answer to the many questions as 
to whether yellow gold is coming 
back, we think it is safe to respond 
“Yes.” For the appreciation of gold 
in its natural colors has grown 
stronger within the last few years 
and today is having a distinct effect 
upon the jewelry industry. Perhaps 
the most prominent manifestation of 
the return of natural colored gold is 
in watchcases (particularly men’s 
pocket watches), with the cheaper 
lines of jewelry and some fine jewelry 
mounted with semi-precious stones. 
The return of gold in its natural 
color to popularity has been slow but 
steady and no doubt the growth is a 
healthy one and will continue. 
When THE JEWELERS’ CIRCULAR 
fitst put out a “feeler” in the ques- 
tion “Is Yellow Gold Coming 
Back?” in the issue of June 13, 1929, 
there was little of any interest in the 
subject. Nearly a year later in the 
issue of May 29, 1930, an editorial 
“Is Yellow Gold Coming Back?” in- 
dicated an unusual interest in the 
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Topics on Every Jeweler’s Mind 





jewelry trade in the subject, though 
not many facts were developed that 
would show the tendency. How- 
ever, a month later, when this jour- 
nal conducted a survey among 
jewelers, it was found that with the 
beginning of 1930 certain tendencies 
indicated a return in popularity to 
gold in the natural color among cus- 
tomers and that the jewelers of the 
country as a class would welcome this 
return if the public would support it. 
Our style experts at the same time 
confirmed the trend for yellow gold 
in the finer articles and reports from 
Europe later indicated the strength 
that yellow gold had among the finer 
producers of Europe. 

It was probably the general de- 
crease in the jewelry business about 
this time that kept the movement for 
gold in the natural colors from gain- 
ing greater impetus, but even despite 
depressed conditions the tendency 
toward the return of yellow gold has 
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grown more and more evident in the 
past two years until now it is mani- 
fest in many directions and has 
reached a point where its return to 
public popularity, at least in some 
lines, can be confidently predicted. 
It should be clearly understood, 
however, that in fine diamond mount- 
ings platinum is still pre-eminent, and 
owing to its physical properties and 
effect on color has obtained a place 
from which it probably will never be 
dislodged. These fine pieces in 
platinum are here to stay, and as long 
as we have platinum there will be a 
certain call for white gold in cheaper 
articles. But the conditions which 
drove the gold mountings in natural 
hues out of the market, not only in 
yellow, but rose or green and Roman 
finishes, have changed and the return 
of these finishes will no doubt be seen 
in the future products in jewelry and 
watchcases that will grace the 
jewelers’ shelves next year. 











~ SELLE'S PLAN MADE 8,000 





OLIVER SELLE 


The success of Selle’s 
“58-Facet Diamond Contest,” conducted by the Selle 
Jewelry Co., St. Louis, Mo., is best explained by Oliver 
Selle, president of the company, in his simple statement, 
“Tt is very peculiar, but we find it much easier to put over 
a new idea today, due partly to the fact that a majority 
of retail merchants hesitate to approach business with any 
initiative or new merchandising plans.” 

Having written a large number of important jewelers 
throughout the United States requesting an expression of 
opinion regarding 58 facet diamonds, the Selle Jewelry 
Co. used this evidence both in a window display and the 
advertisement announcing the opening of the contest. 


The contest was simple and free and open to all. Those 
who entered were asked to supply not more than twenty 
words which would complete the sentence “I prefer Selle 
58-facet diamonds because—.” 

Five diamond rings, either men’s or women’s, were the 
prizes offered. ‘The answers were made either on an of- 
ficial entry blank furnished by the company or the station- 


ery of the individual. There were no attachments or rules 
which compelled those entering the contest to buy mer. 
chandise. The contest extended over a period of approxi. 
mately four weeks. The effect on business and the results 
accruing from this contest are related by Oliver Selle as 
follows: “We had a number of letters from diamond cut. 
ters, jewelry manufacturers, wholesalers and retail jewel- 
ers who gave us their opinion of 58-facet diamonds, which 
gave stones of this cut a very favorable position. 


“Having displayed the letters in our windows and used 
them in our newspaper advertising, we conceived the idea 
for the contest. The success of this contest is best realized 
when we say it produced over 8,000 entries. We believe 
these eight thousand people who read and informed them- 
selves about 58-facet diamonds will know that we specialize 
on 58-facet diamonds and to a limited extent consider 
themselves qualified as semi-experts because of having ren- 
dered their opinion on, diamonds. Should they be inter- 
ested in a diamond or a piece of diamond jewelry they 
would feel Selle’s 58-facet diamonds were superior. Also 
they would feel inclined to recommend them to their 
friends and from the information which they included in 
their entry in the contest would feel that they were quali- 
fied to give an opinion. , 

“Ninety per cent of the entries came from people living 
within a radius of 60 miles of the store, a sales territory 
which we feel belongs to us. The 8,000 names of the con- 
testants are to be used as a mailing list from which we 
hope to derive business. 


“We consider the contest one of the most successful 
things that we have ever done in our business. It has 
created a great deal of interest in our store and merchan- 
dise and will result in many diamond sales. We do not 
expect immediate results from any promotional campaign 
that we plan. We build our plans for the future, and they 
develop much more satisfactorily than a campaign intro- 
duced for immediate selling. 


“The contest was responsible for a large increase in 
store traffic which we believe is very beneficial to our store. 
We know that people passing our store daily and always 
seeing crowds in our store will want to do business with 
us. It builds confidence and interest in our store and urges 
people to come in and inspect our merchandise. 


“Our business has been satisfactory in every way. Dur- 
ing the month of April this year we sold twice as many 
diamonds as we did in the same month last year. This 
might seem impossible, but the 58-facet diamond promo- 
tion which we have constantly stressed is bringing the 
business to us. 


“We used liberal newspaper space for the contest. Our 
windows were carefully planned, with the five diamonds 
offered as prizes featured. We also had two large pieces 
of glass cut about one inch in diameter, one had 58 facets 
and the other 18 facets. ‘This emphasized the brilliancy 
of 58 facet diamonds. 


“Tt is very peculiar, but we find it much easier to put 
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PEOPLE DIAMOND MINDED 


over a new idea today, due partly to a majority of retail 
merchants who hesitate to approach business with initia- 
tive or new merchandising plans. 

“We are trimming the most wonderful windows we 
have ever designed, our store is kept attractive and we are 
getting the maximum amount of business that is possible 
during the present era of business. We do everything to 
build up our store and as soon as business again becomes 
normal, we feel positive that we will have one of the out- 
standing stores. 

“Tt is our belief that there is only one class of merchant 
who will keep alive today and that is the jeweler who 


makes a profit.” 


Selle's 58-FACET DIAMOND 
PRIZE CONTEST 








: ; | PRIZES 
5 Diamond Rings | dn Pre aa 
GIVEN AWAY FREE | tape 00 3 BR 
| 5th Prize........ . $ 40 Ring 


( ,, é, , 

Men's or Ladies’ Styles) | (Men's or Ladies’ Styles) 

One each to the five persons sending in || Rings set with Selle 58-Facet Diamonds 
.. Prizes on display in our windows. 


the best answers completing the following 


sentence: 

FACTS about 58- 
“I Prefer Selle 58Facet Diamonds Facet Diemands That 
WN itis wtccerseeceaen a May Help You 


The brilliancy and sparkle of a Dia- 
sata . Sree sti mond di on the number of its 
facets or small cuttings (surfaces which 
reflect the light). 





” Ne. t Illustration _ No.2 
IBFAC! F 
— No. 1 shows the — 
usual cutting of 
Complete the above sentence in 20 additional Smaller Dia- 


words or less. You may send in as many answers as py ig omy 

you wish, — this yy use your own sta- 

tionery. is contest is Free and open to all. No. 2 shows 
Nothing to buy. FRONT how allSelleDie- FRONT 


monds are cut 
(This contest closes Saturday,  « « full 58 facets. 
June 4th, 12 o'clock Noon.) A Over three times 
committee appointed by Selle’s more brilliant 
. : than 18-facet 


will act as judges. Their decision 


will be final, All entries become Back Diamonds. BACK 
Our property. Selle’s 58-facet Diamonds are whiter 
in color. 


Address All Answers to~ 


= l JEWELRY 
r COMPANY 


Only 15% of all small Diamonds 
have 58 facets but 100% of all Selle 
Diamonds have 58 facets. 

You can reset 58-facet Diamonds to 
advantage as often as you choose; they 
will not break or chip. 


“The Home of 58-Facet Diamonds” You have heard some friends say that 
their jewelry is not brilliant because 


109 Ground Floor, Arcade Lobby r. 

ana it needs cleaning, but that is not the 

ae Se Oe Sa reason for the lack of beilliency. You 

: will find on examination that the dia- 

monds have 18 facets and haven't the 
cutting strength to give brilliancy. 

i ‘our 58-facet diamonds have the maximum 
Write Y Name and Address Below: of brilliancy and are the world’s finest 
cut small Diamonds. 

$8-facet Diamonds have from 100 














Name ...-...------0-2-2-- .---2-20nesoeeeees iil to 300% more brilliancy than 18-facet 
iamor 
cn TOR etre Renan Selle $8-facet Diamond Jewelry Will 


Always Look Brilliant. 








ee, ae nn 
Additional information may be obtained from our “Proof Window of 8-facet Diamonds”—107 and 109 Arcade Lobby 





Using this official answer blank, 8000 people expressed 
in 20 additional words their preference for 58 facet 
diamonds, as featured by the Selle Jewelry Co., in a 
prize contest. This plan to promote the sale of diamonds 
focused the attention of many diamond minded people 
on this store. 
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Your Answer May WIN a 
DIAMOND RING 


Complete the following sentence in 20 
additional words or less— 

“1 prefer Sells 58-Pacet Diamonds 
Because 











Selle’s 58-Facet Diamond 
PRIZE CONTEST 











Contest Free and Open te all. Nothing to 
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lee is a business building 
plan used by W. H. Cotham, a retail jeweler at Columbia, 
Tenn. He selected the 1932 graduates of Central High 
School and confined his contest to them. The same plan 
may be used with other groups and the public invited 
to participate. Mr. Cotham wrote letters to the members 
of the class and secured 65 baby pictures out of a total 
of 73 students. The pictures were arranged on large 
cardboards and displayed at the right height for easy 
inspection. Each photograph was numbered and each 
graduate furnished with a list of all the graduates whose 
pictures were displayed. At the back of the window, 
above the display of the merchandise, a large group photo- 
graph of the graduates as they look today was shown. 
As the students identified the baby pictures they placed 
the numbers against the names. The contest was con- 
tinued for 10 days. Mothers of the graduates became 
interested and cooperated in furnishing the baby pictures 
and also visited the store. A prize valued at $15 for 
the winner was announced on a neat placard in the 
window. The winner was the valedictorian of the class. 
She was the only one to identify all the baby pictures 
correctly. ‘Two other students had 64 correct and three 
identified 63 correctly. ‘The contest was very effective 
in getting the students to talking about the store and 
bringing them and their parents in contact with the store. 
It also created a great deal of public interest 


A jeweler’s window 
must be unique in order to catch public attention and 
where the window can do this day and night it is an 
added advantage. The Moon Jewelry Co., Tallahassee, 
Fla., increased its business by using a miniature Ferris 
wheel equipped with electric lights. Attractive merchan- 
dise was placed in the little baskets. “The wheel is very 
evenly balanced and the lights are wired in series so that 
if one should burn out the others will continue to func- 
tion. The slogan of the company is “It is easy to pay 
the Moon way.” This slogan was cut out in letters and 
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These are practical days. Ideas that wil 
move goods for somebody else may move 
goods for you. Try some of these—the 
best of the month selected by our field 
editor following his recent trip into every 
State in the Union. 


pasted on yellow tissue paper. As the wheel turns the 
slogan is silhouetted by the lights on the inside of the 
wheel. The wheel was made by L. W. Moon, who says 








that the use of the slogan on the wheel has done more to 
fix public attention on it than any other method employed. 


The James R. Armiger Co., 
310 N. Charles Street, Baltimore, Md., has developed 
an interesting advertising piece in the form of a card 








about postcard size. ‘The card is perforated with eight 
holes, each one having the diameter of a ring, the sizes 
ranging from 3 to 11. The birthstones for the month of 
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MAKERS 





By 
Harry R. Terhune, 
Field Editor 


That Get the Money 


the year are also printed on the card, the symbolic signifi- 
cance of each stone being given. On the back of the card 
directions are given for ordering rings by mail. 


A “grow a diamond” display 
recently installed by the Kay jewelry store, Oakland, 
Cal., helped to “grow” many a sale. The Kay store 
features the plan of offering “bonded” diamonds which 
may always be traded in on larger ones. So the attractive 
display cleverly developed the idea that the purchase of 





a smaller diamond may plant the seed for acquiring a 
larger one. A conventionalized flower growing in a tiny 
pot about one and a half inches in height served as the 
display unit of each diamond. The diamond was attached 
to the center of the flower in a novel way. The center, 
lacquered in colors to match the petals of the flower, was 
made from a rubber furniture “bumper,” the kind com- 
monly attached to the legs or backs of chairs or other 
pieces. This “bumper,” slit across the center, held the 
ring securely in place in the heart of the flower. Flowers 
of various sizes held diamond rings of corresponding pro- 
portions with the largest and finest featured in the center 
of the window. ‘The display not only attracted more 
than usual attention, but also brought a high percentage 
of window shoppers into the store to inquire and buy, 
according to the management. 


[, a special sales drive 
the firm of S. & N. Katz, Baltimore, Md., allowed their 
electric clock customers $3 credit on each old clock 
brought to the store. A weekly window display of various 
models together with a demonstration of how electric cur- 
rent operates the clock created a lot of interest, attracting 
large crowds to the window. One large newspaper adver- 
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tisement brought a number of buyers. The sale of elec- 
tric clocks in this store, because of the type of promotion 
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used, proved to be entirely satisfactory, said an executive 
of the company. 


A novel way of building 


up silverware business was employed by a South Carolina 
jewelry concern. As soon as it was learned that a wed- 
ding was to be held in the trading area covered, a repre- 
sentative called upon the prospective bride or her folk. 





He submitted a number of patterns in silverware, and 
when a selection was made, relatives and friends were 
solicited. Then others were advised that the particular 
pattern was being purchased. A list of the sales was kept 
to avoid duplication, and in this way all gifts blended into 
a complete set. 
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(M TELLING YOU— | 


FACT OUTRUNS FICTION 





GREENS, OF POTTSVILLE. PA, TOOK 
ADVANTAGE OF A ROBBERY WITH THE 
ABOVE ADVERTISEMENT. IN WHICH THEY 
MADE CAPITAL OUT OF THE FACT THEY 
HAD BEEN ROBBED 





HEAVENLY JEWELS 
_ ~~ bad 
PRECIOUS STONES MAY NOT FALL LIKE RAIN 
FROM THE HEAVENS, BUT PERIDOTS( KNOWN ALSO 
AS OLIVINE ) OF GEM QUALITY ARE KNOWN TO 
HAVE BREEN FOUND IN METEORITES 






TEETH FROM 
STEAK BONES — 


B.8. BRANAMAN, JEWELER OF MARYSVILLE, CAL., CONSTRUCTED 
A SET OF FALSE TEETH FoR HIMSELF OUT OF STEAK BONES, HE 
MADE A PLATE, AIDED BY HIS KNOWLEDGE OF CHEMISTRY, FROM 
A PARAFFIN MOULD, USING CEMENT AS A CAST. HIS JEWELER'S 
TOOLS AND A MIRROR WERE, ALL HE REQUIRED TO INSTALL 
THEM. THEY WORK PERFECTLY 













BLINDFOLD SEPANG 
~ — 
CHESTER BLAIR. , JEWELER ANS 
WATCH MAKER OF TEMPLE, OKLA., WHEN 
@ WE FEELS THE NEED OF A LITTLE RELAX- 
' ATION, BLINBFOLDS HIS EYES AND STARTS 
PUTTING MAIN SPRINGS IN WATCHES. iTS JUST A 
LITTLE TRICK HE DEVELOPED To BUILb UP HIS 
REPUTATION AS AN EXPERT REPAIRMAN, 








THE WHEAT STANDARD 


~~ = 











THE WEIGHT STANDARD OF THE “STERLING” OR ENGLISH PENNY OF THE 
13 T CENTURY WAS DECREED AS FOLLOWS BY HENRY WZ IN (266!“THE dO YOU KNOW OF ANY 
STERLING, OR PENNY, TO WEIGH EQUAL To 32 WHEAT CORNS, TAKEN FROM THE UNUSUAL FACTS OF INTEREST 
MIDDLE OF THE EAR; 20 PENCE, ONE OUNCE ; '2 OUNCES ‘ONE POUND; EIGHT ABOUT JEWELS and JEWELRY @ 
POUNDS, ONE GALLON OF WINE, WHICH IS THE EIGHTH PART OF A QUARTER.” 

THE IDEA OF THE GRAIN WAS BORROWED FROM FRANCE, AS IF So, SEND THEM TO 


WAS “THE POUND TROYE” DERIVED FROM THE FRENCH 


COMMERCIAL TOWN OF THAT NAME, ‘. JEWELERS’ 
CIRCULAR 
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we — 


PROFIT IN OLD GOLD 


The campaign to get the public to sell their 
old jewelry is a good thing for the jewelry 
industry and will make profits for you. It 
will help sell new merchandise and should 
yield a small profit on the old gold you buy. 


Make the most of this movement already | 
well started. Talk about it—advertise it— 
write letters—give the story to your local 
newspapers. 


For our part, we will be glad to help by 
giving you information and suggestions. 
We also place at your disposal the same 
refining facilities that have served the 
largest jewelry manufacturers and silver- 
smiths for many years. To further co- 
operate with the jewelry industry in this 
campaign, we will make special low refin- 
ing rates and will handle all except very 
small lots.* 


HANDY ann HARMAN 


Precious Metals Since 1867 
57 William Street New York 


*We determine the value of all lots by the exact assay method and prefer 
not to handle very small lots which are ardinarily bought by refiners on a 
stone test basis. 
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Pdieuin the traditions 
of the Poles and the Russians, the A. N. R. J. A. has ac- 
cepted the ruby as the birthstone for July. However, the 
Jews, Romans, and Italians used onyx for July, and the 
ruby for December. This latter usage is still recom- 
mended by some few American jewelers. 

Rubies were perhaps first worn as jewels in India or 
China, and even today a fine stone of this species is the 
most cherished possession of a native of India. He be- 
lieves the stone to contain a spark of heavenly fire. The 
Indians, and other races, think the possession of a ruby 
insures one’s personal safety as well as one’s health and 


fortune. 

Mineralogically, the ruby is the red variety of gem 
quality or precious corundum. Sapphire is the name 
given to blue and other varieties of the mineral. The ruby 
might indeed now be called a red sapphire had it not been 
known by the present name long before minerals were 
carefully classified. 

The chemical composition, simply stated, is alumina, 
(aluminum oxide), AlOz. However, Dr. Schlossmacher 
in the new edition of Bauer’s “Edelsteinkunde,” states 
that Verneuil’s experiments show various rubies to be com- 
posed of (approximately) alumina, 99.28, and iron oxide, 
(Fe.O3), 1.00, total, 100.28.1 

Rubies are found in Burma, Siam, Ceylon, India, 
Afghanistan, New South Wales, Madagascar,” and North 
Carolina. The most important sources are in Burma, 
Siam, and Ceylon. Burma furnishes at least one-half of 
the world’s supply ; however, even Burmese production is 
very small today. Modern machinery installed at the 
mines by the British upon their occupation in 1885, has 
been abandoned’ in Burma. Rubies are found in granular 
lime stone, a layer of varied alluvial sand, gravel, and 
clay, which is known as byon. ‘These stones are found 
associated with sapphire, zircon, spinel, and tourmaline. 

From the gemologist’s and the jeweler’s standpoint, the 
ruby as a corundum, shares with the sapphire the quality 
of being the hardest of colored stones—9 in Mohs’ scale 
of hardness. It is extremely durable and of excellent 
toughness; it splits easily only when found laminated, and 
then along the planes of lamination. This is known as 
false cleavage. The stone is high in refractive power 
(1.76-1.77) ; hence, it is one of the most brilliant of the 
more important gem stones if cut for maximum effect. It 
is exceeded only by the diamond, zircon and some varieties 
of garnet. It has a strong dichroism, its two colors pro- 
duce a blended color as seen by the eye. This is more 
beautiful than the non-dichroic color of spinel or garnet. 


A ruby is not attacked by either cold or warm acid. 
It is infusible before the blowpipe, although it turns green 
at a high temperature. Upon cooling it regains its former 





* President Gemological Institute. 
1Comptes Rendus de l’Academie des Sciences 150/51. 
*Lacroix. Mineralogie de Madagascar. 


®Major J. F. Halford-Watkins—Ruby mines of upper Burma in the 
Gemmologist Apr. 1932. 


THE JEWELERS’ CIRCULAR 
for July, 1932 


29 


RUBY—THE BIRTHSTONE FOR JULY 


By ROBERT M. SHIPLEY* 


color. It is one of the most dense of gems and is much 
smaller per carat weight than a diamond. 

In color it varies from rose through carmine to a pur- 
plish red. The most valuable color is that known as 
“pigeon’s blood.” This is more carefully described as the 
color of fresh arterial blood, or, even more definitely, 
that of the very center of the red ray of the solar spectrum. 

This particular color is found near Mogok in Burma, 
about 60 miles from the Irrawaddy River and 100 miles 
from Mandalay. This ancient source of the ruby is 
known as the “Stone Tract.” The Burma rubies habitu- 
ally contain inclusions of rutile. 

The color of Siam stones is usually “thicker” (garnet- 
like), or brownish, and Ceylon rubies are a bright, pale 
red. At what color a ruby becomes a pink sapphire it is 
impossible to explain. Colors can rarely be described 
definitely through the medium of the printed word. 

Color is more important than relative degree of perfec- 
tion. (Absence of visible flaws.) A perfect ruby of poor 
color cannot compare with an imperfect stone of fine color. 
A perfect ruby is extremely rare, and closeness to “perfec- 
tion” color and to absolute transparency (which increases 
brilliancy) is more important than relative perfection. 

Imperfections consist usually of clouds, cracks, and 
milky spots sometimes called “chalcedony patches.’* 
These latter are not really chalcedony and often disap- 
pear with heating. 


Ohne red stones somewhat like 


rubies are spinel, garnet, and tourmaline. Intelligent use 
of the dichroscope will usually separate them, and a check 
by the refractometer will assure their identity. These 
tests, however, will not assist in identifying the genuine 
ruby from the synthetic. 

A star ruby of good color can never be confused with 
another stone. ‘The star formation which appears when 
certain rubies—and other stones—are cut cabochon is 
called “asterism.” 

Reconstructed rubies or “Geneva Rubies” were first 
made in Geneva, Switzerland in 1885. They were made 
by fusing particles of genuine rubies. In fusing, the par- 
ticles lost their color and the manufactured product had 
to be recolored with chromic oxide. 

About 1908 the synthetic ruby was placed upon the 
market, and as a result of recent investigation, we can say 
definitely that reconstructed rubies are no longer made 
commercially, nor have they been for many years. Jewel- 
ers are misrepresenting when they sell “reconstructed” 
rubies or explain to a customer that a synthetic stone is 
made from particles of genuine rubies. The synthetic 
stone, a most marvelous scientific achievement, is made 
from powdered alumina. Its true story is one of great 
sales value to a progressive jeweler and it should be under- 
stood and the facts used in place of such ignorant sales 
talk. 

When the reconstructedgand later the synthetic stone 

(Turn to page 32) 
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FOR THEIR 


ALLURING LOVELINESS 
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Leading jewelers everywhere are featuring 


Mikimoto Pearls—Genuine Pearls Culti- 


vated. 


Their beauty —lustre—sheen, create that 
pride of possession desired by so many 
women who find joy in the beautiful. Alert 
jewelers are experiencing a brisk demand 
for Mikimoto Pearls. They can now serve 
their pearl preference patrons within a price 


range that is really surprising. 


If not convenient to visit our office—we will By Warrant of Appointment 


to Their Majesties 
of Japan 


gladly send a selection. 


K M | K | M () | () Los Angeles Branch 
co : 5 en 649 South Olive St. 


551 FIFTH AVE., ~ NEW YORK 


. Head Office: GINZA, TOKIO 


BRANCHES: 
KOBE LONDON PARIS BOMBAY 














How the Jewelry Tax Will Be Collected 


Bureau Internal Revenue Announces Regulations Governing the Enforcement of Section 605 


WasuHincTon, D. C., June 24.—New regulations re- 
garding the collection of the jewelry tax have been issued 
by the Bureau of Internal Revenue, together with the 
blanks which are being distributed to collectors through- 
out the country. The returns for the jewelry tax are to 
be made on the blanks which are used for other “manu- 
facturer’s excise taxes.” 

An official statement has been issued by the bureau in 
connection with the jewelry tax, and after quoting the 
exact language of the jewelry section as contained in the 
new Revenue Law, the Bureau states that “the tax is 
imposed on the above articles when sold by the manufac- 
turer, producer, or importer on and after June 21, 1932, 
even though manufactured, produced or imported prior to 
such date. The above mentioned section of the Act (the 
jewelry section ) specifically exempts surgical instruments, 
silver-plated ware, frames or mountings for spectacles or 
eyeglasses, and any articles (other than watch parts or 
clock parts) selling for less than $3, from the tax imposed 
thereunder.” 

Discussing the matter further, the Bureau says officially 
that: 

“For the purpose of the tax a manufacturer or producer 
is a person who produces a taxable article by processing, 
manufacturing or changing the form of an article, or pro- 
duces a taxable article by combining or assembling two or 
more articles. 

“The manufacturer, producer or importer must file re- 
turns and pay the tax to the collector of internal revenue 
of the district in which his principal place of business is 
located on or before the last day of the month following 
the month in which the articles sold are made. Form 728 
to be used by persons making returns of the tax on the 
articles covered by Section 605 have been distributed to 
the various collectors of internal revenue and copies may 
be obtained from them. Regulations 46 in pamphlet form 
explaining the application of these taxes are available for 
distribution by the collectors of internal revenue.” 


The Regulations 


The jewelry regulations as promulgated by the Bureau of 
Internal Revenue are as follows: Taking up the scope of the 
tax the Bureau says: 

“Under section 605 there is imposed a tax on sales by the 
manufacturer of certain articles classified as follows: 

(1) All articles commonly or commonly known as jewelry, 
whether real or imitation; 

(2) Pearls, precious and semiprecious stones and imitations 
thereof ; 

(3) All other articles made of, ornamental, mounted, or 
fitted with precious metals or imitations thereof, or ivory; 
and 

(4) Articles specifically mentioned in the Act, such as 
watches, clocks, parts for watches or clocks sold for more 
than 9 cents each opera glasses; lorgnettes; marine glasses; 
field glasses; and binoculars. 

“The tax does not apply to any of the foregoing sold for 
less than $3, except parts for watches or clocks.” 

Under the heading of jewelry the regulations continue: 

“Jewelry in general includes articles designed to be worn 
on the person or apparel for the purpose of adornment and 
which in accordance with custom or ordinary usage are worn 
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so as to be displayed, such as rings, chains, brooches, bracelets, 
cuff buttons, necklaces, earrings, beads, etc. The tax attaches 
to such articles regardless of the substance of which made 
and without reference to their utilitarian value or purpose. 
The term ‘jewelry’ ordinarily does not include articles de- 
signed to be carried in the hand or hung on the arm, such as 
canes, bags or purses. Likewise, many things designed to be 
carried in the hand or worn concealed about the person, such 
as vanity cases, mesh bags, cigarette cases, eyeglass cases, and 
pencils, do not fall within the category of jewelry, as defined 
above. However, such articles are taxable under section 605 
when made of, or ornamented, mounted, or fitted, with, precious 
metals or imitations thereof or ivory. It is immaterial under 
the Act whether the jewelry is real or imitation. 


PEARLS AND BEADS 


Taking up pearls, etc., the regulations say: 

“The tax attaches to the sale by the manufacturer of all 
pearls and precious or semi-precious stones, whether real or 
imitation, cut or uncut, whether drilled, mounted, or matched, 
and whether temporarily or permanently strung and whether 
with or without clasps. Beads are subject to the tax as jewelry 
if the beads are strung ready for use. The sale of loose beads 
is not subject to the tax unless such beads are pearls, precious 
or semiprecious stones, or imitations thereof, but a person who 
strings loose beads into a necklace, for example, is liable as 
the producer of the necklace.” 


OTHER ARTICLES 


Taking up other articles of jewelry the regulations continue: 

“The term ‘precious metals’ includes platinum, gold or silver, 
and other metals of similar or greater value. The term ‘imita- 
tions thereof’ includes platings (except in the case of silver 
plated ware) and alloys of such metals. In order that an ar- 
ticle may be subject to the tax by reason of its ornamentation 
with precious metals, etc., such ornamentation must be sub- 
stantial; for example, glassware, china, pottery, and like articles 
would be subject to the tax if gold or silver is used in their 
ornamentation as a filigree, but the mere gilding of such ar- 
ticles or their decoration by means of gold leaf or silver leaf 
would not bring them within the taxable class. Picture frames 
and books are not subject to the tax merely by reason of adorn- 
ment with gilt or gold leaf or silver leaf. Examples of ar- 
ticles which become subject to the tax when ornamenetd, 
mounted, or fitted, with precious metals or imitations thereof 
are umbrellas, purses, walking sticks, fountain pens, cigarette 
lighters and shoe buckles.” 


WATCHES AND CLOCKS 


In connection with watches and clocks the regulations say: 

“The sale by the manufacturer of a watch or clock is taxable 
regardless of the substance of which made. Parts for watches 
or clocks (including cases, movements, mechanisms, etc.), sold 
for more than 9 cents each are subject to the tax.” 

Dealing with opera glasses, marine glasses, field glasses, 
etc., the Bureau says: 

“These articles are specifically subject to the tax. However, 
the enumeration is deemed to include only portable instruments. 
Accordingly, marine glasses, field glasses, and similar optical 
instruments which by reason of their size or weight are ordinarily 
mounted upon tripods or other bases, are not subject to the 
tax.” 

EXEMPTIONS 


In connection with exemptions the regulations go on: 

“By a specific provision of the Act the tax does not attach 
to the sale of surgical instruments, silver plated ware, or 
frames or mountings for spectacles or eyeglasses, or to articles 
used for religious purposes even though made of, or orna- 


(Turn to page 67) 














The 
HALLMARK Company, Inc. 


“The Home of Quality Watches” 





Announces 


Simultaneously with the 
formation of the new com- 
pany, the creation of a dis- 
tinctly new and superior line 
of watches, including many 
attractive baguette numbers, 
in plain and diamond set 
cases of exclusive designs. 
At the same time the range 
in price will provide watches 


to meet all demands. 


The Hallmark Company, Inc. 
16 East 40th Street 
New York City 


DISTRIBUTORS 
OF THE FAMOUS 


HALLMARK 


WATCH 





ALSO 
SOLE DISTRIBUTORS 
OF THE 


A. LECOULTRE 


WATCH 
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Ruby—The Birthstone for July 
(From page 29) 


appeared, there was fear among ruby dealers of a dis. 
astrous fall in the price of genuine stones. However 
this “panic” lasted but a short time. Though the price 
of the synthetic dropped lower and lower, the value of 
the genuine is now greater than ever. The cause of the 
“panic” among gem dealers was that gemology was then 
almost unknown, and there were no available methods 
of detecting these reproductions. Now the great majority 
of synthetics may be identified by the naked eye, or with a 
good loupe. Even the best betrays itself to the expert with 
the microscope. The presence of various imperfections 
distinguish these synthetics. Gas and air bubbles, or 
curved instead of straight stratas of color appear. 

Reproductions of rubies have been made since Roman 
days—other gems were copied even before that. Such 
reproductions have brought joy to many and created in 
them a knowledge of, and a desire for an original. 


Outline of Provisions of Jewelry Section 
(From Page 17) 


Discounts—Discounts for cash or other discounts 
made subsequent to the sale cannot be de- 
ducted in computing the price for the purpose 
of the tax. 

Sale Is Complete—When the title to the article 
passes from the seller to the buyer, it is sold. 
Title is presumed to pass upon the delivery of 
the article to the purchaser or to a carrier for 
the purchaser. The title to an article on 
memorandum or consignment does not pass 
until the sale is executed or a bill rendered. 
A lease is considered a sale, but the tax is 
payable only as the installments are paid. 


Diamond and Gem Importers Hold Meeting At 
New York and Discuss Questions Arising 
Under the Jewelry Tax 


At the request of some members of the trade a special 
meeting of the New York gem importers was held Friday 
afternoon, June 17, the subject for discussion being the 
provisions of the excise tax law as they apply to the im- 
porters of precious stones. More than 75 gem importers 
with a few manufacturing jewelers and retailers met at 
the Hotel Roosevelt at 2 o’clock. 


Gustav Niemeyer, chairman of the special committee 
on taxation of the Jewelry Industry, presided. The meet- 
ing was given over entirely to the asking and answering 
of questions regarding the actual provisions of the law 
and possible interpretations which might be placed on 
some of them. 

The first problem that came up was: 


Q. When is a diamond taxable and when can it be sold 
tax free? 


A. Diamonds may be sold tax free when sold for fur- 
ther manufacture, provided the buyer gives a certificate 
stating that he intends to assemble the diamonds into 
completed articles. Therefore, an importer may sell dia- 
monds tax free to a manufacturer. If the diamonds are 
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purchased by a dealer—not,a manufacturer—the importer 
is required to pay the tax. 

Q. Suppose the purchaser is both a dealer and a manu- 
facturer? 

A. The diamonds are sold tax free provided the buyer 
gives a certificate to the importer. The importer needs 
only a certificate for the entire lot. The portion of the 
lot which is sold loose by the manufacturer to a second 
manufacturer calls for a second certificate, given by the 
second manufacturer to the first, thus enabling the lot 
to be sold tax free. Similarly, the cutter who buys rough 
in this country from an importer gives a certificate that 
he is a manufacturer, 7.e., a cutter, and is purchasing the 
goods for further manufacture. Under 620, the fore- 
going opinions are subject to interpretation to be given 
in the Regulations, not yet issued. 

The question of billing came up and it was said that 
where formerly bills have been rendered for so many 
carats, in the future, on small stones worth less than $3, 
they will be billed for as separate articles in order to 
take advantage of the $3 exemption provision. 

It was pointed out that exports are not taxable under 
regulation 48 of the tax law revised in 1924. 

Warning was given that the retailer who intends to 
explain to his customers that he is paying a 10 per cent 
tax and therefore must charge more for his goods, must 
be exceedingly circumspect in such statements as if he 
makes such a claim about an article, which, in reality, 
has not suffered a tax, namely, an article which he has 
neither imported nor manufactured, and which was in his 
stock prior to June 21, 1932, he has violated the law. 

The point that was most under discussion was the fact 


that the present inventories of importers are taxable when 
sold under the law; that stocks of the retailers on hand 
who have either imported or produced these stocks them- 
selves, are taxable, while, on the other hand, importers 
who have stones on hand which they did not import them- 
selves but purchased from some other importer or a 
dealer, are not subject to taxation of those stones when 
sold. This establishes the fact that goods imported by 
the importer are taxable, goods not imported by him are 
not taxable when sold. This means that importers hav- 
ing stocks made up of gems in both of these classifications 
will have to segregate them in order to determine which 
stones are taxable and which are not. 

Q. If one pearl importer sells two pearls io another 
importer so that the latter may complete a necklace, who 
pays the tax? 

A. The second importer, who has become a manufac- 
turer, in assembling the pearl necklace, and he pays it on 
the necklace as a complete entity. 

Q. May a manufacturer give to an importer a blanket 
certificate stating that all goods purchased from the im- 
porter by him are for further manufacture? 

A. This question, it was said, would have to be an- 
swered according to the regulations, which have not yet 
been issued. 

Q. In the case of a dealer who has accepted gems as 
collateral from an importer, and as result of default ac- 
quired them, who pays the tax when sold? 

A. The dealer, to whom title has passed, unless, when 


he sells them, they are sold for further manufacture and 
the dealer receives a certificate to that effect. 
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Stones and Pearls. 


DIAMONDS 


We are prepared at any time to cooperate with you on your 
calls for Emerald-cut and Marquise Diamonds, Precious 


STAR SAPPHIRES 


For your, or your custom- 
ers approval, we will be 
pleased to submit a selec- 
tion of Star Sapphires in 
Ladies’ or Men’s Rings and 
in Cuff Links. A large stock 
of Unmounted Stones on 


hand for all your needs. 











Fancy-Shaped Diamonds 
Sapphires - Rubies 








608 Fifth Avenue 


JEROME RICHHEIMER 


Catseyes 


New York 
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GENUINE 


CULTURED PEARLS 


DIRECT FROM FISHERIES 


Largest assortment—the best obtainable qualities— 
at competitive prices. 


GENUINE ZIRCONS 
STAR SAPPHIRES 
ORIENTAL SAPPHIRES 
RUBIES—EMERALDS 


ee 


PAPAZIAN BROTHERS 


DIRECT IMPORTERS 


580—Sth Ave. New York City 


Antwerp: 26 Rue des Fortifications 
BRANCH OFFICES: 


Kobe, Bangkok, Bombay, Colombo, Singapore, Hong Kong, 
Shanghai 
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FREE 
ROUND TRIPS 


TO THE 


LEIPZIG 


TRADE FAIRS 


Write for the details today. Our records show that 95% 
of the American buyers who once visit Leipzig (Ger. 
many), repeat their visits. In one week’s time you can 
cover the offerings in your lines from 8,000 different man- 
ufacturers—from the 25 leading countries of the world. 


627 firms exhibit precious metals, jewelry, clocks, watches, 
and applied arts and crafts; 785—leathergoods, traveling 
requisites and fancy goods. 


The dates for the 1932 Fall Fairs are— 
August 28th to September Ist. 


This Spring we made our first offer of a rebate to 
American buyers—up to 100% of their round trip trans- 
portation costs. It was so popular that 
we now repeat the offer for the Fall Fairs. 


Write us for details at once. Let us help / . 
you determine the value to your firm of fF ~ 
covering the Leipzig Trade Fairs. Address: \_ - 
Lerpzig Trape Fair, Inc., 10 East 40th 
Street, New York City. 











Special 
Leather Watch Straps 


Summer is here. Leather watch straps will be in de- 
mand again. 
Leather straps you can depend upon. 


W e have them for you specially priced to the jobbers 
and material houses. Made in genuine ostrich, seal, 
sweatproof calf inlaid with genuine reptile skins, fine 
calf, and calf finished full grain cowhide, with or without 
buckles. 

Every strap guaranteed to give satisfaction. 


W rite for sample selection— 


M. MANHEIMER 
70 N. Fourth St. Philadelphia, Pa. 

















Daniel Leker 


MANUFACTURING JEWELER 
FORMERLY 


C. V. DOUGHERTY CO., INC. 
7-11 W. 45th ST. 
NEW YORK CITY 


SEED PEARL JEWELRY 


SPECIALIZING IN REMODELING 
AND SPECIAL ORDER WORK. 














THE JEWELERS’ CIRCULAR 
BUYERS’ DIRECTORY 


Will Be Mailed to Paid Subscribers as 
Section Two of the August Issue of 
THE JEWELERS’ CIRCULAR. Many 
Changes Have Taken Place, Consequently 
This Handy Reference Book in New 
Form Will Be of Greater Service Than 
Previous Editions to Determine Where 
So-and-So Is Located, or Where to Get 
the Many Items Needed to Make Your 
Stock Complete. Subscribe Now to 
THE JEWELERS’ CIRCULAR or If Your 
Subscription Has Expired Remit at Once 
and Be Assured of Getting This Com- 
plete Classified Directory of the Jewelry 
and Kindred Lines. 























Q. If the cutter sells to the wholesaler, who pays the 


2 
tax: 
A. The cutter, because he has not sold the gems for 


further manufacture. 

To explain the question of refunds, an example was 
given. Suppose an importer sells a stone to a dealer. The 
importer must pay the tax because he has not sold to a 
manufacturer for further production, regardless of the 
fact that eventually the stone will become part of a ring, 
etc. The dealer then sells the stone to a retailer, who 
mounts the ring and sells it. When this sale to the con- 
sumer is completed, the retailer as the “producer” of the 
ring, must pay a tax of 10 per cent on the usual trade 
value of it as a finished article. This, of course, includes 
and can claim only the amount already paid. 

In this case the retailer must go to the importer, obtain 
proof of the fact that a tax has been paid on the stone, 
and can claim tax exemption only on the amount already 
paid by the importer. 

The question here arises whether the retailer shall pay 
a tax in which the value of the stone is based on the 
importer’s selling price or upon the price the dealer 
charged him for it. In the first case, the retailer would 
be required to pay a tax, the complete amount of which 
would be refunded to him upon the presentation of the 
proof that the tax has been already paid by the importer. 
However, if he bases his declaration of the value of the 
ring on the cost to him of the diamond, plus the cost to 
him of the setting, and pays 10 per cent on the total of 
these two amounts, he is paying a tax on the profit of the 
jobber and also the original 10 per cent tax which the 
importer has passed on to the jobber, and, in these cir- 
cumstances, can claim exemption only on what the im- 
porter has paid to the government. 





New York Jewelers Who Purchase Old Gold 
Must Comply with City Ordinance 


Retail jewelers of New York City who are planning 
to take active part in the campaign under way to pur- 
chase old gold and trinkets should remember that in order 
to legally conduct such transactions it is necessary to have 
a secondhand dealer’s license. 

This is required by Article + of Chapter 14 of the 
Code of Ordinances of the City of New York, and pro- 
vides that the dealer who buys old gold or any precious 
metal, for resale or refining, whether he takes it in pay- 
ment for new merchandise or pays cash, shall have a 
license, the annual fee for which is $15. The law re- 
quires that the jeweler shall place a bond of $100 with 
the city. 

The law states that the dealer shall keep a book in 
which he must record a description of each article bought, 
its number or any mark of identification, and the name, 
residence and general description of the person from whom 
the purchase was made and the date and hour of the 
purchase. A similar record relating to the sale of the 
article must be kept. 

Dealers are required, upon the request of the Police 
Department, to furnish a report on forms supplied by the 
department, a copy of these records for the days specified 
in the request. The ordinance also provides that all ar- 
ticles purchased be kept in the store for one week before 
being sold again for refining or other purposes. 
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GEMS OF FASCINATION 





AN EXTENSIVE LINE OF STAR 
SAPPHIRES AND STAR RUBIES IN 
RINGS, CUFF LINKS AND DRESS SETS. 


LOUIS N. MARX 


551 FIFTH AVE. NEW YORK 
Tel. MURRAY HILL 2-8838 

















A line ; 
so attractive 


that 426 new dealers 
have chosen it in 
the last 4 months 


ENAMELED CoMPACTS 
CIGARETTE CASES AND 
DRESSING TABLE ACCESSORIES 


ELGIN AMERICAN 


MANUFACTURING CO. 
Elgin, Illinois 
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THE SHAMROCK V STERLING SERVICE PRESENTED GOVERNOR ALLEN 


The Wives of a Governor anda \ 
Senator Preferred SHAMROCK V 


@ An annoyed committee left the final selection of the silver for the Executive Man- 

sion at Baton Rouge, Louisiana, to first-ladies Mrs. O. K. Allen, wife of the new 

Governor, and Mrs. Huey Long, wife of the Ex-Governor and present U. S. 

Senator. @ Confident, New Orleans jeweler Coleman E. Adler seated them before 

a beautifully arranged table set with the new 1932 pattern, Shamrock V, briefly 

stating its creators, the Gorham Company, were America's outstanding Silversmiths 
e and that Adler's had not only an enviable reputation but had furnished the silver 
for the Longs who preceded Mrs. Allen at the Governor's home. @ That settled 
the matter and Adler's got the order for a complete Shamrock V service of 
325 pieces. It was presented at the Inauguration and Dedication of the magnificent 
New Capitol in Baton Rouge, May 16, 1932. 


THE GORHAM COMPANY, PROVIDENCE 


THE EXECUTIVE MANSION, BATON ROUGE, LOUISIANA 
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This unique window display of flatware attracted unusual purchaser attention. 





A WINDOW DISPLAY THAT 
MADE A SILVER SELLING RECORD 


litustrated above is a sterling 
silver window display in the store of J. B. Hudson, Inc., 
Minneapolis, Minn., that sold more sterling flatware for 
the concern than any other silver window ever presented 
to the public by this well known house. 

The window display shows a chateau in the center, 
well to the back, with curved pyramids carrying indi- 
vidual pieces of sterling silver priced singly, while on 
either side is a set of 36 pieces containing six teaspoons, 
six bouillon spoons, six salad forks, six medium forks, six 
medium knives and six butter spreaders in a tarnish proof 
chest. 

In the same window was a complete set-up, showing 
the first three courses of a formal dinner from left to right 
in the window, the service placed with its proper treat- 
ment of silver and crystal as one would see it approaching 
the dinner table. . In the center was the oyster course, or 
first service course, while at the right was the cream soup 
course after the cocktail course had been eliminated. 


One of the placards displayed in the window features 
price appeal. It reads, ‘ ‘Old Chateau,’ our own pattern, 
despite a rising silver market, maintains the lowest prices 
in its history.” Another placard calls attention to the 
popularity of the pattern, pointing out that it has already 
scored with scores of hostesses in the Northwest. 

The pattern is now exclusively controlled by members 
of the Retail Jewelers Research Group. 

While this particular display is confined to members of 
the Retail Jewelers Research Group, a similar window 
arrangement may be employed by other jewelers using 
different patterns of silverware. The window photo- 
‘graph shown herewith gives a good idea of the results 
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‘“‘We are happy to say that this window was a pro- 

ducer from the moment we turned the lights on 

and sold more sterling flatware for us than any 

window we have known in our history,” said an 
official of the company. 











that can be obtained when careful study is given the dis- 
play so that the arrangement will not only attract passerby 
attention but at the same time have educational value. 

During the warm summer months, the arrangement of 
silverware with a luncheon or dinner table and its use in 
the serving of cooling beverages offers jewelers opportu- 
nities to prepare window arrangements which will be sure 
to attract favorable comment. 


Silverware is always acceptable as trophies for summer 
sport events and jewelers who go after this business by 
proper window displays, advertising and personal con- 
tacts with managers and other interested sports people 
have an added chance to thus increase their sales. 


Silverware today has its place in millions of homes 
throughout the world. The pendulum of fashion has 
swung back to the more elaborate use of centerpieces. 
Candlesticks again find a place in the modern home and 
are being used more extensively than for years. People 
are buying silverware to blend with the period designs of 
their dining rooms. There are also many other reasons 
which jewelers can offer in promoting silverware sales, 
all of which should be taken into consideration in inter- 
esting the public in the purchase of silverware. 
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Reproduction of George Washington’s Silver 


Card Tray Used in 4: Sterling Silver 
Washington’s Household a 7% Ins. Long 


The George Washington Bi- 
Centennial Celebration be- 
ing held everywhere make 
these two facsimile pieces 
in great demand — They 
make unusual gifts for all 
occasions — These novelty 
pieces make quick sales — 


satisfactory profits. 








Facsimile of Washington’s 
Sword, 8 Ins. Long, 
Letter Opener 


Special Reproductions 
Made to Order 


CURRIER @ ROBY 


SILVERSMITHS 


No. 217 E. 38th St. New York 


























A Gold Mine in Every Community 


Start digging now—for the gold that lies dormant in the jewel cases and trinket boxes— 
throughout the country. 


Increase the gold reserve of the Nation and stimulate your sales by bringing this vast 
amount of broken and out-moded jewelry into circulation. It is estimated at hundreds 
of millions. Some part of this is potential trade for you. 


Every jeweler can make a drive for this hidden treasure. There is a profit for him— 
first on the purchase and sale of the gold—again on the sale of new jewelry in exchange. 











Our part in this is to refine your accumulation of precious 


metals in these lots of old jewelry. We assure you full PLATINUM PLATE, WIRE, 
returns for all precious metals recovered and our charges SEAMLESS TUBING. 

8 PALLADIUM SHEET AND 
are most reasonable. WIRE. 


SOLDERS FOR PLATINUM. 


Your returns are payable in cash—or we will accept them GOLD SOLDERS. 


‘ ONE-PIECE BRACELET 
as credit against the purchase of any of the A. P. W. BOXES. 


Products for the Jeweler. We list a few of them— GALLERIES, 

PIN TONGUES, JOINTS AND 
CATCHES. 

SETTINGS, 

RING-TOPS. 

WEDDING RING BLANKS. 





e e (Plain, Azured, Channeled) 
The American Platinum Works SALTS ‘OF THE PLATINUM 
N. J. R. R. AVE. AT OLIVER STREET SILVER—PURE ANODES— 








STERLING SILVER, 
NEWARK, N. J. SILVER SOLDER. 




















Bulova Watch Co. Denies Charges Embodied in 
Complaint of the Federal Trade Commission 
WasuincTon, D. C., June 20.—The Federal ‘Trade 


Commission has just made public a complaint in the mat- 
ter of the Bulova Watch Co., signed June 4, in which 
the Commission charges the watch concern with unfair 


competition in the stamping of its watches as to jewels 


and adjustments. 

The essential part of the charge is to the effect that 
certain watches made and sold by this company in inter- 
state commerce were stamped 17, 19, 21 and other num- 
ber jewels, when, in fact, all of the jewels of these 
watches did not serve a mechanical purpose as a frictional 
bearing. It is also alleged in the complaint that certain 
of the company’s watches were marked “adjusted” or 
“adj” in a way to imply that the watches have been ad- 
justed to heat, cold, isochronism and position, when, in 
fact, such watches had not been adjusted to all these con- 
ditions, the Commission taking the stand that the term 
“adjusted” or its abbreviation is generally understood in 
the industry and by the purchasing public to mean ad- 
justments to all such conditions. 

The watch company is given 30 days from the service 
of the complaint in which to answer. As service has just 
been made, it will probably be late in July before the hear- 
ing will take place in Washington. 





Bruce Bromley, of Cravath, De Gersdorff, Swaine & 
Wood, New York, attorneys for the Bulova Watch Co., 
stated that the charges of the Federal Trade Commis- 
sion would be fought to the end and he claimed they 
were based on assumptions of the meaning of the words 
that the Federal Trade Commission could not sustain. 

“Our answer will deny,” said Mr. Bromley, “that the 
Bulova Watch Co. has ever represented that a watch 
had more jewels than it actually contained. We further 
deny that the Bulova Watch Co. now manufactures any 
watch with a jewel that does not serve a mechanical pur- 
pose as a frictional bearing. We will prove also that 
every watch marked ‘adjusted’ has been adjusted to the 
extent that such a watch is expected by the trade to be 
adjusted. 


“We deny the contention of the Commission that the 
word cannot be properly applied to a watch that has been 
adjusted to five positions and that in all cases it includes 
adjustment to temperature and isochronism as well.” 





New Jersey Jewelers Elect Officers 
William P. Walsh, of Bush & Walsh, retail jewelers 


of Passaic, N. J., was re-elected June 21 to serve as presi- 
dent of the New Jersey Retail Jewelers’ Association for 
another year. Other officers re-elected were the treasurer, 
August Jaeckle, and secretary, Emil Brunner. Five vice- 
presidents were elected as follows: Theodore M. Frost, 
Jr., George R. Winton, B. A. Weber, George Fort, 
and Mrs. Louella H. Koons. 

The meeting was held at the Progress Club, Newark, 
N. J. Mr. Walsh described the “Buy Old Gold” cam- 
paign being carried on by his store, and there was much 
discussion on this subject. Committee reports were heard 
after which the meeting came to a close. 
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Schofield’s Baltimore Rose is notable for its superb 
workmanship and its complete fidelity to the rose 
motif, 

The spoons and forks may be had with plain or 
ornamental backs at the same price. 

The Baltimore Rose pattern is rose in design as 
well as in name. 

We are the only makers of the Baltimore Rose 
pattern. 


ls NR 5 asc vadeseduutedccsause $9.00 doz. 
Tea Spoons, Medium................. 10.00 doz. 
EEE Cee 21.00 doz. 
IIE vadcdaccucakacaacbees 24.00 doz. 
CT IRS 6 hécce detausucawactes 11.00 doz. 
CS «6's 0.04 cknceeneneaoned 8.00 doz. 
IS io ac ciceees ckcsecews 12.00 doz. 
ee wcadactnhsendataduanns 15.00 doz. 
CIN 5a ce ccucceucssneeuds 15.00 doz. 
pe er ee 18.00 doz. 
ons eke cxadacahaeaeuaws 1.25 
IN ie di cccnccecwesteccaces 2.00 
Co Ro vases ccawadaccanecueas 2.25 
Ge NG we 6 contesoccucseeiceces 3.25 
Geer Is dc dcncveacdecueeweadeas 1.25 
NANI 0 600 6 hc Rd denwqticcnande 75 


Retail Prices—Subject to Discount 


We make a complete line of tea sets and dinner 
sets repoussé chased. 


Matching odd pieces in Sterling Silver our specialty. 


The Schofield Company 
Designers and Makers of Sterling-Silverware 
Joseph D. Little, Manager 
Baltimore, Maryland 


Established 1871 
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PRIZE CUPS and TROPHIES 


French Dressing ELECTRIC CLOCKS 


STERLING GIFT PIECES 


B ott e | | ELECTRICWARES 














NOVELTIES 
This exquisite CHROMEWARE 
crystal bottle is a 
necessary acces- Prompt Deliveries 


sory to all well 
appointed tables. 


It is practical J. W. JOHNSON 


and makes the 
mixing of salad 14 MAIDEN QUILVERWARE 1 W. 47th 
dressing a delight LANE INCE 1869 STREET 
and guarantees a i| 
perfect recipe NEW YORK 
with the mixture | 
remaining fresh 
until used. 


Complete Stocks 











— 














Protected under Patent 
No. 1,188,172 


PRICES NET 


With Glass Stoppers 
$1.25 to $1.75 each. 
With Silver Stoppers 
$2.25 to $2.50 each. 


An Ideal Gift 


Particularly during the Summer months. 
Valuable for bridge prizes; most ap- 
propriate for birthdays and anniver- 
Ssaries. 


RS LARGE 















HAWKES 


IN SIZE) 





IN PRICE 


ONE ENTIRE FLOOR DEVOTED To 
SAMPLE ROOMS 4¢the new 


Hawkes’ French Dressing Bottle is a RNOR 
quick-moving item at all times. It is 
protected by patent thus eliminating 


competition. HOTEL 
PIES nd TRIN 
oO .R-R- 
i G. HAWKES & CO. B. & ©. BUSES STOP AT DOOR 
CORNING NEW YORK +++ NEW YORK*+++ 
Makers of Rock Crystal Glassware for Over Half Century 1200 ROOMS EACH WITH 
oy ax" ee ge Sey Bayo BATH, SERVIDOR & RADIO 


Los Angeles, Cal. 
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First Gun in Fight Against Catalog Houses 





Federal Trade Commission Issues Complaint Against New York 
Firm on Charges of Unfair Competition Filed by A.N.R.J.A. 





The American National Retail Jewel- 
ers’ Association announced last week to 
its members and to the jewelry industry 
generally the important fact that the Fed- 
eral Trade Commission had taken action 
on the campaign of the jewelers against 
wholesale retailing. On the theory as to 
unfair competition urged by the ANRJA 
on the commission in May, 1931, the com- 
mission had issued the first complaint 
against a so-called catalog house. 

As is widely known throughout the in- 
dustry, the ANRJA publicly declared on 
Jan. 1, 1931, its purpose to sponsor and 
press forward a campaign directed 
against wholesale-retailing—a practice 
which has menaced the welfare of every 
branch of the jewelry industry for many 
years. 

In its announcement the ANRJA made 
public the written opinion furnished to it 
by Felix H. Levy, its counsel, to the effect 
that the practice of wholesale-retailing 
constituted a violation of the United 
States Federal Trade Commission Act, 
and accordingly furnished proper basis 
for presenting the subject to the Federal 
Trade Commission, for its official action. 

There was an immediate and favorable 
response to this announcement, and in 
response to the ANRJA request, scores of 
retail jewelers throughout the country 
sent to it a mass of evidence and docu- 
ments in support of the proposed pro- 
ceedings before the commission. 

On May 5, 1931, Mr. Levy as counsel 
for the association, together with Wilson 
A. Streeter, chairman of its Legislative 
Committee, by official direction of the ex- 
ecutive officers, and with the active co- 
operation and assistance of Secretary 
Charles T. Evans, appeared personally 
before the proper officials of the Fed- 
eral Trade Commission and submitted 
in full detail, documentary evidence in 
support of their charges against the prac- 
tice of wholesale-retailing. A list of 
names of the leading firms pursuing this 
practice, was also submitted. 

As was to be expected, a long period 
of time then followed during which the 
investigation by the commission was pur- 
sued. It can well be understood there- 
fore that the announcement made by the 
commission that it had filed its first com- 
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plaint in the matter aroused the highest 
gratification. 

This announcement was that the com- 
mission had publicly issued its complaint 
against L. & C. Mayers Co., Inc., New 
York City, upon the stated ground that it 
‘Gs using unfair methods of competition 
in interstate commerce in violation of the 
provisions of Section 5” of the Federal 
Trade Commission Act. 

After the necessary legal preambles, the 
complaint states that the respondent in the 
conduct of its business distributes “cata- 
logs in which the products offered for sale 
and sold by respondent are pictorially and 
descriptively represented. On the covers 
of these catalogs * * * the respondent re- 
fers to itself as ‘wholesale jewelers.’ ” 

The complaint then recites a definition 
of a wholesaler in clear language, 
strongly supporting the contentions al- 
ways made by the ANRJA, viz.: 

“A wholesaler is one who sells to the 
trade but never to the ultimate consumer 
of an individual unit as such. It is the 
character of sales to the trade that marks 
and distinguishes a wholesaler.” 

And the complaint follows this with 
the declaration: 

“In truth and in fact the respondent is 
not a wholesaler but is a mail order house 
engaged in selling to the consuming pub- 
lic.” 

After explaining the use of the term 
“list price” as used in the catalogs of the 
Mayers Co., the complaint states that 

“The term ‘list price’ as used by re- 
spondent and the discounts therefrom are 
used by the respondent for the purpose of 
inducing the consuming public to buy its 
merchandise under the belief that it is a 
wholesaler engaged in selling to the retail 
dealer-trade and that the consuming pub- 
lic is buying from respondent at retail 
dealer prices. In truth and in fact the so- 
called ‘list prices’ are not ‘list prices’ but 
are figures that will, when reduced by the 
discount of 53 per cent, be prices which 
will show the price of respondent’s mer- 
chandise offered for sale to the members 
of the consuming public. The said prices 
at which the respondent’s goods are sold 
to the consuming public are not wholesale 
prices of such articles but are the usual 
and customary prices charged by retail 
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dealers to members of the consuming pub- 
lic. 

“The aforesaid practices of respondent 
have had and have the capacity and tend- 
ency to mislead and deceive the purchas- 
ing public into the belief that the prod- 
ucts offered for sale and sold by it are 
sold at wholesale prices and that such 
persons as purchase such articles from 
the respondent may buy at the wholesale 
prices and save the retail dealer’s profit 
and to induce the purchase of the respon- 
dent’s products by members of the pur- 
chasing public in reliance upon such er- 
roneous belief. 

“The aforesaid practices of respondent 
have had and have and each of them has 
had and has the capacity and tendency 
unfairly to divert trade to the respondent 
from competitors who truthfully describe 
their status and prices at which their 
products are regularly sold.” 

“The clear and emphatic statements 
in the last two paragraphs quoted, com- 
ing with all the authority and force of a 
high tribunal of the United States Gov- 
ermment, will be read with joyous grati- 
fication by a large number of the mem- 
bers of our industry, who have for years 
suffered by reason of the baneful practice 
of wholesale-retailing,” said Felix Levy, 
counsel for the association. 

“The clarity of this declaration is such 
that no comment by us is necessary, be- 
yond the statement of the supreme satis- 
faction with which we now learn the full 
approval given by the Federal Trade 
Commission to the efforts—long and 
painstaking—which this Association has 
been making in behalf of its members 
and of the entire legitimate jewelry in- 
dustry.” 

“It need scarcely to be said that our 
association stands ready to afford to the 
Federal Trade Commission every as- 
sistance in its power to bring to a suc- 
cessful consummation the important 
prosecution which has thus been begun,” 
said Secretary Evans. “Likewise, it will 
do everything in its power to cause simi- 
lar proceedings to be begun against every 
concern which pursues the same kind of 
practices. It seems fair to hope that this 
conspicuously important development in- 
dicates the beginning of the end of whole- 
sale-retailing. 

“We feel it our duty publicly to record 
our praise and commendation to Felix H. 
Levy, through whose expert legal guid- 
ance the results here reported have been 
attained.” 

Attorneys for the defendants say the 
case will be fought. 
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The Pairpoint Corporation, ew Bentord, lass 


43-47 West 23rd St. New York City 150 Post St., - - San Francisco 








NEWCASTLE PATTERN 


SILVERPLATE of QUALITY is always in demand, especially the Old English reproductions. Our Newcastle 
pattern features the Gadroon Border, which came into fashion in England at the end of the Seventeenth 
Century. This pattern has beauty, simplicity and quality at a moderate price. Write Now for Prices. 














rompt 
PAYMENT 











 QOTE, 
MONTCLAIR 


Lexington Ave. 
49th to 50th St. 


Room & Bath 
Tuband Shower 


$3 to $5 


















per day New York City 
For 2 Persons New York’s newest and finest Hotel 
$4 to $6 800 Rooms’ 800 Baths 











per day Radio in Every Room 

3 minutes’ walk from Grand Central, 
Times Square, Fifth Avenue Shops 
and most important commerciak 
centres, leading shops and theatres, 
10 minutes to Penn. Station. 


Grand Central Palace 
only 2 short blocks away 


S. Gregory Taylor, 
President 


car W. Richards 
4g oe Manager 






































Bandits Get Precious Metals 
Worth $25,000 


Four armed bandits entered the New 
York offices of Baker & Co., refiners of 
precious metals, Hudson Terminal build- 
ing, with main offices in Newark, N. B, 
at about 5:30 in the evening of June 21, 
bound the occupants of the office and es- 
caped in the crowds of commuters with 
gold and platinum worth over $25,000. 

Miss Alfreda Hoffman, bookkeeper for 
the firm, was leaving the office to go 
home. As she opened the door, four men 
with guns came in, forcing her into the 
employee’s room. There three men em- 
ployees were busy putting metals in the 
safe for the night. 

One of the bandits remained in the hall 
as a guard while the three others bound 
and gagged the victims. The robbers se- 
lected 15 of the 60 trays of precious 
metals which were in the safe, emptied 
their contents into bags and left. 

Harry J. Wensch, assistant manager of 
the office, hopped to the door and man- 
aged to smash the glass with his head. 
The noise brought aid from the other 
offices, and the police arrived shortly 
after. 


Maiden Lane Outing Club Observes 
Annual Field Day 


The annual field day of the Maiden 
Lane Outing Club, held Saturday, June 
4, at Elk’s Club No. 841, Oakwood 
Heights, Staten Island, was attended by 
115 members and guests and proved to 
be one of the most enjoyable events in 
the history of the organization. 


Fine weather favored the club and the 
members were prompt in arriving at the 
ferry and embarking for the scene of the 
day’s pleasure. Arrived at the outing 
grounds, the committee in charge con- 
sisting of John Wirth, chairman; Carl 
Beresford, Ted Coords, Charles Parker, 
S. Rubin and Tom Sayre, quickly started 
the field events. Results were as follows: 

Running the bases—M. Salzman, first; 
John Poole, second. 

Throwing the baseball—L. Frank, first; 
C. Peters, second. 

Shoe race—M. Stein, first; T. Reinhold, 
second. 

The guessing contest was won by A. 
Altschul, and the door prize went to 
Harry Anderson. 

In the Tom Thumb tournament, M. 
Salzman won first place, with W. R. 
Barry, second. The bowling contest was 
won by H. Hutchins (213 score) with 
W. R. Barry, second. 

The balloon race winner was T. Rein- 
hold, with A. Busch, second, while in the 
quoits contest, Hutchins and Lowe carried 
off the honors, while Flint and Penroth 
were the runners up. 

The big field event of the day was the 
baseball game. The team captained by 
R. Macher won by a score of 5-2 from 
Bill Richards ball tossers. 

Following the field events dinner was 
served and a program of entertainment 
enjoyed. 

The outing committee for 1933 was 
announced, as follows: Howard Hether- 
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ington, chairman; Frank Brennert, Harry 
Davis, John Poole, Charles Tonry and 


Norman Ullrich. 





Ray Yard, New York Jeweler, 
Receives Gift of Clock 


Raymond C. Yard, 607 Fifth Ave., New 
York, was recently the recipient of a 
clock, made in perfect miniature imita- 
tion of the large metal gate which is the 
inner entrance to his salon. The clock, 
which is enclosed in a case of finely 
worked yellow and white gold, was given 
to Mr. Yard by 75 members of the man- 
ufacturing and wholesale branches of the 
jewelry trade, with whom he has been 
doing business for the past 10 years. 

Since 1922 Mr. Yard has been enter- 
taining the men from whom he purchases 
with an annual dinner. At the first din- 





Clock Presented to Ray Yard 


ner, which celebrated his first anniver- 
sary in business, there were six guests. 
In 1931, 135 men sat around the banquet 
table at the Winged Foot Club. It is 
these men who, as a group, decided to 
make a gesture of their appreciation of 
his continued hospitality. 

It is a masterpiece of the jeweler’s 
craft, standing eight inches high on its 
base of Italian marble. On the back are 
engraved the names of the 75 men who 
joined in the presentation; also the in- 
scription, which reads: “A token of our 
esteem and appreciation of your many 
fine deeds. 1922—May 5, 1932.” 

The clock was made by the Charles 
Gold & Co., 36 W. 47th St., and chased 
and engraved by Hillel Sigal, of the same 
address. The construction of the gift was 
under the supervision of Paul Timen of 
the Stap Co., Inc., 7 W. 45th St. 

Julius Kaufman, of Goodfriend Bros., 
608 Fifth Ave., was chairman of the com- 
mittee of the donors. 





Prices of Silver Bars 
U.S. 


Government New 
London Assay Sell- York 


Date Official ing Price Official 
Te eee 1 Holiday 
eer 167 0% 28 
1S ee 16% 30% 27% 
TO ae weeswoes 1644 29% 27% 
bs ere 16% 29% 27% 
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Gems Valued at $70,000 Stolen: 
Recovered in Chicago 


Cuicaco.—Gems of an aggregate value 
of $70,000 were identified in this city by 
Bernard Landau, gem importer, of 527 
Fifth Ave., New York, on May 26, as 
the merchandise taken from him by two 
hold-up men in San Francisco, April 8. 
The goods included some stones which 
Mr. Landau had on consignment as well 
as gems which he had brought back from 
his recent trip to the oriental stone mar- 
kets. 

The recovery was made in Chicago. 
It is reported that no arrests have been 
made in connection with the robbery. 
With the exception of one small pearl, 
all of the gems have been regained. 





Syracuse Diamond Importer Gives 
Reasons for Upturn in Dia- 
mond Prices 


Syracuse, N. Y., June 21—Andrew H. 
Pond of A. H. Pond Co., Inc., who sailed 
June 18 to visit his diamond offices in 
Amsterdam and Antwerp, before leaving 
expressed himself very hopefully in re- 
gard to the future of the diamond mar- 
ket. According to Mr. Pond, the diamond 
market is now at the lowest point it will 
reach, and he feels that the fact that he 
is going abroad to buy is sufficient evi- 
dence of his sincerity in making that 
statement. 

Prices abroad, he said, have been 
forced down not by any action of the 
Syndicate (or properly the Diamond Cor- 
poration), which has held the rough un- 
der control and kept prices steady, but 
by the great quantities of distressed goods 
that were thrown on the market by the 
cutters, brokers and banks in Holland and 
Belgium. The information that he has 
received from Europe indicates that this 
condition has about been cleared up and 
a more stable market for the future can 
now be expected. 





International Silver Price 
Changes 


The International Silver Co. announces 
price changes, as of July 1, 1932, in its 
1847 Rogers Bros., Holmes & Edwards 
Inlaid and Wm. Rogers & Son lines of 
silverplate. 

Prices of teaspoons will be increased 
from $5 per dozen retail to $6.50 per 
dozen, in both 1847 Rogers Bros. Silver- 
plate and Holmes & Edwards Inlaid; and 
from $2.50 per dozen to $3 in the case 
of Wm. Rogers & Son Silverplate. 





This Month’s Cover 
The photographic study of men’s 
jewelry on the cover was taken by the 
Acqua Studios, Inc. 





Walter J. Kleinlein has opened a trade 
watch repair shop on the third floor of 
the Comstock building, 209 S. High St., 
Columbus, Ohio, and has issued an in- 
teresting booklet under the title “How to 
satisfy the owner of a high-class watch.” 
The booklet deals with how position tests 
are made and other watch work topics. 














Jewelers Twenty-Four Karat Club of 
New York Enjoys Annual Outing 


The beautiful Lakeville Golf and 
Country Club at Great Neck, Long 
Island, was the delightful spot chosen for 
the annual outing of the Jewelers’ 24 
Karat Club of New York City on Tues- 
day, June 14. While the attendance was 
not as large as at some previous outings, 
the same old 24 Karat spirit prevailed 
and, despite threatening weather, the 
golf tournament was held and the out- 
ing went down in the history of the club 
as another successfu! event. 

A large bus was provided for those 
who did not make the trip in private 
cars or by train, and the run by way of 
the Queensboro Bridge and the North- 
ern Boulevard was made in good time. 
Once at the club house, the members de- 
voted their attention to various games 
under the supervision of Jacob Mehrlust, 
chairman of the Outing Committee. 


The indoor quoits contest was won by 
Walter Eitelback. William Schwab was 
the most skillful with the feathered 
darts. William Rattey was the top-spin- 
ning champion of the day, and John 
Sommer the best “Prosperity Tower’ 
builder. This latter event caused unusual 
amusement. 

Prizes for these events were awarded 
by Chairman Mehrlust at the luncheon 
and handicaps for the golf tournament 
were assigned at that time. 

By the time luncheon was over the 
weather allowed the starting of the golf 
tournament. Albert Osterweld won the 
low net prize and George Korper and 
Frank Mildeberger each won a “kick- 
ers” prize. 

About 50 members of the club attended 
the outing. 


Pennsylvania Retailers Hold Annual 
Convention 


PHILADELPHIA, Pa.—The high note of 
the 27th annual convention of the Penn- 
sylvania Retail Jewelers’ Association, at 
Eagles’ Mountain Home, near Reading, 
May 25, was a suggestion for a joint 
convention next year of the New Jersey 
and Pennsylvania associations. The sug- 
gestion was made by Emil Brunner, 
Westfield, N. J., secretary of the New 
Jersey Retail Jewelers’ Association. The 
suggestion met a favorable reception and 
the Pennsylvania group appointed as a 
committee, Paul D. Harbach, Reading; 
R. H. Hirsch, Harrisburg; Edward J. 
Geibel, C. O. Heine and George J. Lyons, 
Philadelphia; and Arthur Schwemmer, 
Reading, to take up the suggestion with 
the New Jersey association. 


John D. Enright, Philadelphia, refused 
a third term as president, but was in- 
duced to withdraw his refusal and was 
re-elected unanimously as were Wm. 
Ward, secretary, and Wm. D. Pinkstone, 
of Philadelphia, treasurer. Other officers 
elected are: vice-presidents, R. H. Hirsch, 
Harrisburg; Arthur Schwemmer, Read- 
ing; Will K. Rebert, York; George A. 
Lyons, Philadelphia; Paul M. Koehler, 
Allentown; executive committee, William 





Bode, Edward J. Geibel, C. O. Heine, all 
of Philadelphia. 

The association voted its thanks to the 
Hamilton Watch Co., for the many 
courtesies tendered its members during 
the visit to the company’s plant at Lan- 
caster. The resolutions, reported by a 
committee composed of David Greenberg, 
George A. Lyons and R. H. Hirsch, de- 
nounced the “catalogue racket” and the 
retailing-wholesaler as unfair competitors 
of the retail jeweler; repeated loyalty to 
the A. N. R. J. A., praised the trade press 
for its consistent efforts to aid the jewelry 
business and again urged passage of the 
Capper-Kelly Fair Trade bill. 

A chicken dinner, on the mountain top, 
brought the convention to a happy close. 


C. F. Baumrucker Re-elected Presi- 
dent of Chicago Credit Jewelers 


Cuicaco.—Charles F. Baumrucker, of 
the firm of Jones & Baumrucker, was 
elected president of the Chicago Credit 
Jewelers for the sixth consecutive year, at 
their annual meeting held Monday night, 
June 6. Mr. Baumrucker is also presi- 
dent of the National Association of Credit 
Jewelers, having been elected at the an- 
nual convention held last March at Hol- 
lywood, Fla. He is also Mayor of River 
Forest, a suburb of Chicago. 

Other members of the new administra- 
tion are: Vice-president, William Re- 
nich, Wm. Renich Co.; secretary, L. D. 
Kosinski, E. Alberti Co.; treasurer, Alex- 
ander Newmark, Newmark & Co. 

The Board of Directors consists of L. 
Litt, Litt Jewelers; Geo. Appel, Marks 
Bros.; Samuel Schmidt, Schmidt Jewelers. 


Golden Roosters Attend 
Annual Picnic 


Cuicaco.—The 1932 annual picnic of 
the Golden Roosters, “Fine Feathers of 
the Jewelry Trade of Chicago,” held 
June 16 at the Vernon Country Club 
was the largest and most enjoyable held 
by the members of the industry here in 
many years. From 8 o’clock in the morn- 
ing when 48 men teed off for golf, more 
than 100 members played and feasted 
until nearly midnight. 


Immediately after lunch the 1931 cham- 
pionship pennant won by the Buyers’ 
Ball Team, captained by Art Oppenheim, 
was raised to the top of the flag staff, 
but was hanging limp in the evening 
after the Peddlers’ Ball Team, captained 
by Frank Moran, had won a well de- 
served victory during the afternoon. 
Wm. Schlossman and J. C. Peterson of- 
ficiated as umpires. 

All during the day six candidates, ap- 
propriately decorated and _ embellished, 
served and furnished amusement for the 
members. The outstanding events of the 
ceremony were the egg throwing contest 
with a candidate’s head poked through 
a canvass for target, and the sun dance 
with five of the candidates representing 
meadow nymphs. Those who became ac- 
tive members yesterday were: Lloyd A. 
Laflin and John M. Biggins, Elgin Na- 
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tional Watch Co.; H. Hermingsen, War. 
ren Telecron Co.; Herman Rubin, Sy. 
perior Products Corp.; J. P. Stewa 
Buss-Linthicum-Thorson ; William Lester 
Nov-E-Line Co.; Ray C. Wolf, C. & E. 
Marshall Co. George Klinick, New Yor 
and Jake Levine, Kansas City, Mo., be. 
came non-resident members. 

Prizes were awarded following a short 
business session conducted by Chanticleer 
Gordon Petersen immediately after dip. 
ner. This feature was handled by 
Charles Brown, chairman of the “Wreck. 
ing Crew.” Prizes too numerous to men- 
tion were awarded. Leading golf prizes 
were awarded to Ted Pontius, A. ¢. 
Becken, Tom McMahon, Fred Kline 
Milton Hess and R. S. Hulbert. The 
winners of the horseshoe contest were 
Albert Millard and Wesley Jackson. 

Before formal adjournment took place, 
which was after 10 o’clock, the organiza. 
tion and members pledged funds with 
which to send 15 young boys to a sum- 
mer camp for vacation. 


Diamond Imports Show Big Drop 
in April 

During April, diamond imports con- 
tinued at a low ebb as in the early 
months of the year. According to figures 
just released by the Department of Com- 
merce, the total value of the diamonds 
imported was $617,918, of which the value 
of stones cut but not set was given at 
$486,678 and that of the rough or uncut 
at $131,240. 

Of the rough imported, the largest 
amount, $60,047, came direct from South 
Africa, while Antwerp sent $59,972 and 
Amsterdam $10,394. The amount pur- 
chased from England was negligible. 
Antwerp sent out about three-quarters of 
the total cut gems that were received. 


New Hampshire Retail Jewelers Elect 
Officers at Seventeenth Annual 
Meeting 


Concord, N. H.—The 17th annual 
convention of the New Hampshire Re- 
tail Jewelers’ Association was held May 
25 at the Eagle hotel in this city, at 
which time the following officers and 
executive committee were elected: Presi- 
dent, Weston L. Fickett, Concord; vice- 
president, R. A. Quimby, Claremont; 
secretary and treasurer, Addie Fisk 
Goodell, Epping. 

The executive committee members 
chosen are George W. Stewart, Concord; 
Earl L. Lawrence, Franklin, and Thomas 
J. Lemay, Manchester. 

Delegates to the A. N. R. J. A. conven- 
tion in Boston in September are Weston 
L. Fickett and Addie Fisk Goodell. 

Paul W. Monohan, sales manager of 
the Watson Co., Attleboro, Mass., and 
Howard L. Carpenter, the Albert Walker 
Co., Providence, R. I., were speakers. 
Arthur B. Duncan, Portsmouth, the re- 
tiring president, presided at the business 
meetings. 

A social program, including golf, was 
enjoyed at the Concord Country Club. 
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Cincinnati Jeweler Held Up 
and Robbed 


CINCINNATI.—The second robbery with- 
in a month was made at the jewelry store 
of Simon Immerman at 1221 Main St., 
shortly before noon, June 7. Immerman 
and Fred Matthews, a friend living at 
3011 Marshall Av., who happened to be 
in the store at the time, were bound and 
gagged, after which two well-dressed 
men took diamond rings, watches and a 
small amount of cash. Matthews was 
talking to Immerman when the two men 
entered, both of whom quickly pulled re- 
volvers from their pockets and ordered 
the others to walk to a rear room. Coils 
of rope were brought by the robbers and 
were used to tie up the owner and visitor. 

The jeweler told police that diamond 
rings valued at $3,000, a number of 
watches, other articles and $25 in cash 
were taken. 

Mrs. Charles Lail, 1871 Walker St., a 
customer, entered the store shortly after 
the robbers left and heard the commo- 
tion of Immerman and Matthews kicking 
on the door and trying to extricate them- 
selves. She gave the alarm. 





Commencement Awards at Rhode 
Island School of Design 


Provipence, R. I.—At the annual com- 
mencement of the Rhode Island School 
of Design the exhibition of work in the 
designing and making of articles of 
jewelry in the Jewelry and Silversmith- 
ing Department was particularly inter- 
esting, and a number of the local manu- 
facturing jewelers were in attendance at 
the exercises. The New England Manu- 
facturing Jewelers’ and Silversmiths’ As- 
sociation, whose annual sponsoring and 
assistance has tended materially in the 
growth and improvement of the school’s 
jewelry section, was represented by Sec- 
retary Edward O. Otis, Jr. 


The scholarship given by the associa- 
tion for the greatest improvement dur- 
ing the year, was won by Miss Ruth G. 
Patton, with John G. Hardy, Jr., receiv- 
ing first honorary mention. The medals 
presented by the association were award- 
ed as follows: Jewelry design—Germany 
Klemm, medal; Miss Evelyn G. M. Rain- 
say, first mention. Jewelry making—Ger- 
many Klemm, medal; Miss Priscilla W. 
Lewis, first mention. Toolmaking—Al- 
fred Del Selva, medal; Raymond A. 
Miga, first mention. Hub and die cutting 
—Earle R. Bradshaw, medal; Henry H. 
Peter, first mention. Engraving—Ger- 
many Klemm, medal; Priscilla W. Lewis, 
first mention. Modeling—Allan M. Good- 
win, medal; Frank Baker, first mention. 
Silverware design—Martin E. S. Nelson, 
medal; Miss Ethel E. A. Edson, first men- 
tion. Silversmithing — Arthur Thorpe, 
medal; William Feldon, first mention. 
Sample making—Hugh A. Bourbon, 
medal; Miss Mildred Wilsford, first 


mention. 





The Samuel M. Magid prizes for en- 
graving, in the Jewelry and Silversmith- 
ing Department, were awarded to Alroy 
F. Cooper and Charles G. Battaglis, Jr., 
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with Hugh A. Bourbon receiving first 
mention. 

The Uncas Mfg. Co. scholarship was 
presented to Miss Ruth G. Patton, with 
Guido Verrecchio receiving first mention. 





Plans for New York State Convention 


The convention of the New York State 
Retail Jewelers’ Association will be held 
at the Jamestown Hotel, Jamestown, N. 
¥., July 5, @ 2. 

The sessions will begin Tuesday, July 
5, at 1:45 p. m. The afternoon will be 
devoted to a series of brief addresses by 
several manufacturers. Sam Feldman, 
vice-president, will start the conclave 
with an address entitled “Added Depart- 
ments and Added Profits.” 

The entertainment to be provided will 
include a trip to Chatauqua Lake, and 
several other features of interest. L. M. 
Campbell, president of the association, 
has planned a merchandising program. 





National Association of Credit Jewel- 
ers Start Activities with New 
Chicago Headquarters 


Cuicaco.—The National Association of 
Credit Jewelers announces the removal 
of the executive office from 13 N. 13th St., 
Philadelphia, to 31 N. State St., this city, 
in order that it may be operated in close 
contact with President Charles F. Baum- 
rucker. 

The association has many new plans 
and changes of policy for 1932. The code 
of ethics has been changed and simplified 
and will be administered by a code of 
ethics committee appointed by the presi- 
dent. The new code comprises honesty in 
business practice, honesty in advertising 
and honesty in exchange of information 
in contacts with fellow members. Stress 
is laid on honesty in advertising, and the 
executive office of the association will re- 
ceive credit jewelers advertisements from 
all parts of the country through a clip- 
ping service, and those advertisement: 
which are at variance with the associa- 
tion code of ethics will be turned over to 
the committee for investigation. The com- 
mittee will also handle violation com- 
plaints from individual members. 


In order to bring the various branches 
of the jewelry industry closer together, 
and to promote a more friendly feeling 
between all persons concerned, President 
Baumrucker and the directors will con- 
sider the advisability of associate mem- 
berships, such memberships to be offered 
to manufacturers, importers and whole- 
salers at a nominal yearly fee. The as- 
sociate memberships would give holders 
the right to attend open meetings of the 
association and give them a greater in- 
terest in the association activities and to 
create mutual interests, but would not 
give associate members the right to vote 
or have a voice in the association man- 
agement. 

The association will also try out a new 
plan during 1932. The country will be 
divided into districts or regions, and 
President Baumrucker will appoint a re- 
gional vice-president to direct all asso- 
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ciation activities in each region. It is in- 
tended that the regional vice-president 
shall hold at least two regional meetings 
yearly, to cover all matters affecting their 
particular region as well as the country 
at large and direct the legislative work 
in each region in cooperation with the 
executive office. 

The rules covering membership in the 
association will be revised and made 
more rigid in order that the general mem- 
bership of the association may be kept 
on a higher plane. 

The association accounts collection sys- 
tem which has been in operation for a 
number of years, will undergo some 
changes which will be announced in a 
later bulletin. The association will also 
endeavor to publish monthly percentage 
figures on advertising, collection, sales 
promotion, etc., from information ob- 
tained from individual members. 

All inquiries should be addressed to 
the National Association of Credit Jewel- 
ers, J. Frank Newman, executive secre- 
tary, Room 612 13 N. State St. 





Gerhard H. Schmelzer 


PITTSBURGH, PA.—Gerhard H. Schmel- 
zer, manager of the Pittsburgh office of 
Dieges & Clust, manufacturing jewelers, 
15 John St., New York, died of pneu- 
monia May 26 at the age of 31 years. 

Mr. Schmelzer joined Dieges & Clust 
as sales representative 15 years ago and 
in 1931 was advanced to the position of 
manager. 

He is survived by his widow and five 
children. 





Benjamin Fiegal 


Benjamin Fiegal, for 35 years New 
York representative of D. S. Granaat, 
diamond cutter of Amsterdam, Holland, 
died June 18 at his home at 655 Pelham 
Parkway, after an illness of one year. 
Mr. Fiegal suffered from arterial sclero- 
sis. He was 68 years old at the time of 
his death and had retired from business 
early in 1931. 

Funeral was held from the late home 
on June 20 with burial in Woodlawn 
Cemetery. 

Surviving are the widow, Mrs. Betsy 
Fiegal; a daughter, Mrs. Eunice Sweyd, 
and a son, Dr. David Fiegal. 


John N. Taylor 


Newark, N. J.—John N. Taylor, retired 
jewelry manufacturer of Newark, died 
June 1 at his home, 531 Grove Terrace, 
South Orange, after a long illness. 

Born in Whippany 84 years ago, he was 
the son of John N. and Sarah Mead Tay- 
lor. For many years he was a resident of 
Newark. 

In 1910 Mr. Taylor organized the 
jewelry manufacturing business conduct- 
ed under the name of Taylor & Co. Prior 
to that time he had been a member of the 
firm of Krementz & Co. 

Deceased is survived by a daughter, 
Mrs. Adelaide Taylor Wright, of the 
South Orange address. His wife died nine 
years ago. 





Cincinnati Jewelers at Ryland, Ky., 
for Annual Outing 


CINCINNATI.—A lot of musc'es were be- 
ing nursed with tender care by members 
of the jewelry trade in Greater Cincin- 
nati, who attended the annual outing at 
Ryland, Ky., Tuesday, June 7. The en- 
tire day was spent in the open air and 
the undue activity of ball playing, tennis, 
jumping and running races brought some 
tendons into use that had been lying 
quiescent since the outing last year. 

This condition, however, did not have 
any effect on golfers as they have been 
at their game for several! weeks, and 
Ralph Hinds, secretary of the Board of 
Trade, won a second leg on the golf cup, 
taking the first a year ago. There were 
more than 100 “stags” at the outing rep- 
resenting the Greater Cincinnati Retail 
Jewelers, Credit Jewelers Association 
and Wholesale Jewelers and Manufac- 
turers. Then, too, there were a few 
guests. 

The wholesalers defeated retailers 12 
to 11 in the morning, while factory sales- 
men administered a defeat to wholesale 
salesmen in the afternoon. 

Food from a hot grill was served 
throughout the day. The outing was held 
at the Ryland country place through the 
efforts of Charles Grift, wholesale jewel- 
er and member of the club. 

Clarence Loeb was chairman of the 
committee in charge of the event. 





Seth E. Thomas, Jr., Head of Clock 
Manufacturing Concern, Stricken 
on Train 


Seth E. Thomas, Jr., president of the 
Seth Thomas Clock Co., Thomaston, 
Conn., and 107 Lafayette St., New York, 
died June 7 at Christ Hospital, Jersey 
City, after being stricken with a cerebral 
hemorrhage on the train while traveling 
from New York to Morristown. Death 
came slightly before noon after a coma 
which had lasted several hours. Mr. 
Thomas was 55 years old. Funeral ser- 
vices were held from the late home at 
New Vernon, N. J., June 10. 


Deceased came of a famous family of 
clockmakers. Seth Thomas, his great- 
grandfather, first established the business 
at Plymouth Hollow, Conn., in 1813. In 
1860 the community was renamed Thom- 
aston, in honor of the clockmaker. In the 
past 17 years, under the guidance of Seth 
E. Thomas, Jr. (the fourth Seth Thomas) 
the company saw what was perhaps its 
greatest expansion, manufacturing at one 
time as many as 200,000 clocks a year. 
In 1930 the Seth Thomas Clock Co. was 
merged with the Western Clock Co., La 
Salle, Ill. Mr. Thomas became chairman 
of the board of the holding company, the 
General Time Instrument Corp. 

Born in New York City in 1876, Mr. 
Thomas received his final education at 
Yale, going immediately into the clock 
factory at Thomaston to learn the busi- 
ness. Next he came to the New York 
offices as secretary and treasurer. 

He resided many years in New York 
but more recently at New Vernon, N. J., 





about three miles from Morristown. He 
was extremely active in the civic affairs 
of Morristown. 

Deceased was a member of numerous 
clubs, including the University Down- 
town, Riding, Racquet and Tennis, of 
New York. He belonged g the Delta 
Phi fraternity. 

Surviving are his widow, Mrs. Jose- 
phine van Beuren Reynolds Thomas, and 
two daughters. 


Henry F. Cook 


Sac Harsor, L. I.—Henry F. Cook, re- 
tired watch case manufacturer, for more 
than half a century an officer of Joseph 
Fahys & Co., formerly at 20 W. 47th St., 
New York, died at his home here on June 
13 after a year’s illness. He was 77 years 
old. Funeral was held June 16 at the 
First Presbyterian Church, Sag Harbor. 


Mr. Cook was born in Brooklyn, N. Y., 
and entered the employ of Joseph Fahys 
& Co. in 1873. Later he was a prominent 
factor in developing the business of the 
Fahys Watch Case Co., the Alvin Mfg. 
Co. and other interests in which he and 
his father-in-law, Mr. Fahys, were asso- 
ciated. At the time of his death he was 
chairman of the company’s board of di- 
rectors, although he had been retired from 
business two years ago. 

He was a member of the Sons of the 
Revolution, the Society of Colonial Wars 
and the Pilgrims, the Union League Club 
of New York, the Shinnecock Hills Golf 
and Maidstone Country Clubs and the 
Devon Yacht Club of East Hampton. 

Surviving are his widow and six chil- 
dren: Mrs. James A. Edwards, Mrs. 
Theodore P. Dixon, Mrs. Howard P. 
Dean, Francis H. Cook, Harry Cook and 
Joseph Fahys Cook. 





Sidney Nordlinger 


Members of the gem and jewelry trade 
were grieved to learn last month of the 
death in Paris of Sidney Nordlinger, for 
many years widely known in the gem 
trade of this country. 

Mr. Nordlinger, who was 65 years old, 
was the son of Herman Nordlinger, for 
many years a prominent importer, and as 
a young man joined his brother, Edwin, 
in the firm of Lassner & Nordlinger, im- 
porters of precious stones. The firm final- 
ly became H. Nordlinger’s Sons, which 
did a large business in precious and imi- 
tation precious stones in New York and 
Providence. Sidney H. Nordlinger re- 
tired about 1925 and went to Europe to 
live, the business being sold out to Bel- 
gard & Frank. 

Deceased is survived only by his 
widow, his three brothers, Louis, Milton 
and Edwin, having pre-deceased him. 





John W. Mager 


John W. Mager, retired jewelry sales- 
man, who traveled in the South during 
the Civil War, died May 11 at his home, 
1054 Halsey St., Brooklyn, N. Y., of nat- 
ural causes. He was in his 90th year. 
Funeral was held from the late home 
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May 14. The remains were cremated at 
Fresh Pond Crematory and the ashes 
buried in Evergreen Cemetery, Brooklyn, 

Surviving are his widow, Mrs. Emma 
Mager; a daughter, Mrs. Julia Petersen, 
of Brooklyn, and a son, Dr. Edwin Ma- 
ger, of Taunton, Mass. 





Philip Present 


RocHEsTER, N. Y., June 5.—The death 
here last week of Philip Present, a re- 
tired diamond importer, removed one of 
the oldest and most prominent figures in 
the jewelry trade of Rochester. He had 
been active in the industry for more than 
half a century until his retirement last 
year. 


Mr. Present was born in Lithuania in 
1856 and came to the United States in 
1874. After trying other lines, he moved 
to Elmira, where he became a jewelry 
salesman, during which time he learned 
watchmaking. He later came to Roches- 
ter and established a wholesale jewelry 
business in 1884 and specialized exclu- 
sively in diamonds and watches after 
1922, becoming one of the trade’s most 
prominent distributors. 

Deceased was prominent in civic af- 
fairs and was a founder of the Rochester 
Jewish Young Men’s Association. He is 
survived by his widow, the former Celia 
Selling of Hartford; two daughters, 
Misses Reta and Henriette Present, and 
a son, Leroy Present. 





Nathan Schlesinger 


Nathan Schlesinger, president of Schles- 
inger & Krauss, Inc., manufacturing 
jewelers, 24 Dey St., New York, died 
May 28 in the Coney Island Hospital. 
He had suffered a stroke three hours be- 
fore while bathing and never regained 
consciousness. He was 65 years old. 
Funeral was held May 30 from the late 
home at 43 Ampere Parkway, East 
Orange, N. J. 

Born in Hungary, Mr. Schlesinger came 
here 35 years ago. In 1909 he went into 
business, establishing a partnership with 
Bernath Krauss at 41 Maiden Lane, later 
removing to the present address. The 
business was incorporated in 1926 when 
Mr. Schlesinger’s sons, Paul and Peter, 
entered the firm. 

Surviving are the two sons. 





William H. Allen 


William H. Allen, of Russell, Pa., died 
Saturday, June 11, at the age of 61 years. 
Mr. Allen was an expert jeweler and 
watchmaker, having worked at that trade 
for over 30 years. He had maintained a 
repair shop in Russell since coming from 
the South four years ago where he was 
employed by Meyer & Schamber Jewelry 
Co., Meridian, Miss. He also worked a 
number of years for Jos. Gumm in Jack- 
son, Mich., and was highly respected by 
a wide circle of friends and acquaint- 
ances. 

He is survived by his widow and one 
daughter. 
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New York Manufacturer Robbed of 
Jewelry Worth $8,000 


Jack Leikind, salesman representing his 
father, Aaron Leikind, manufacturing 
jeweler at 94 Canal St., New York, was 
robbed of jewelry worth between $38,000 
and $10,000 on June 21, when two thugs 
forced themselves into his car while he 
was waiting for a red light at the corner 
of Bedford Ave. and Wilson St., Brook- 
lyn. 

The bandits appeared on both sides 
of the car, opened the doors and forced 
the salesman to sit between them. They 
drove about three blocks, then turned 
into a side street. A third bandit was 
following in another car. They ordered 
Mr. Leikind to leave his sample case in 
his own automobile and get into the 
other car with the two bandits, who 
then drove off with him. Their accom- 
plice took the jeweler’s car and the 
jewelry. 

The two men drove their victim over 
the Williamsburg Bridge and uptown as 
far as 35th St., where they ordered him 
to walk to the second floor of a small 


apartment house between Second and 
Third Aves. and to wait about five 
minutes. He did so. When he came 


down the robbers had disappeared. He 
returned to his office and notified the 
police. The loss was entirely covered by 
insurance. . 





Government Retail Credit Survey 
Shows Sales and Credit Losses of 
Jewelers for 1930-31 


According to the semi-annual credit 
survey conducted’ by the Department of 
Commerce, the total net sales of 56 jewel- 
ry stores in 25 cities, for July-December, 
1931, decreased 28.3 per cent from those 
of the corresponding months in 1930. The 
larger stores (annual sales $500,000 and 
over) suffered most, with an average 
decrease of 37.5 per cent, while the 
smaller group (annual sales less than 
$50,000) sustained an average decrease 
of 17.9 per cent. Sales of the jewelry 
stores in New York showed the greatest 
falling off as compared to stores in other 
cities, the decrease being 44.7 per cent 
of the preceding year. 


A comparison of the proportion of 
cash and instalment sales during the same 
periods of time shows that cash sales 
were 26.3 per cent of the total sales of 
these 56 stores in the last six months of 
1930 and 32 per cent in 1931. Open 
credit sales were 53.6 per cent in 1930 
and 46.2 per cent in 1931. Instalment 
sales, 20.1 per cent in 1930 and 21.8 per 
cent in 1931. 


There were 23 jewelry stores which 
reported bad debt losses on open credit 
sales during 1930 and 1931. For these 
stores the ratio of bad debt to total sales 
in 1930 was 3.5; the ratio of loss to open 
credit account sales was 5.4 for the same 
period. In 1931 the ratio of loss for 
the same stores was 4.5 on credit sales 
and 2.8 on total sales, showing a de- 
Crease in the ratio of loss to total sales 
of 0.7. 
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The 18 instalment stores giving fig- 
ures for bad debt loss over the same 
lengths of time indicated a ratio 4.2 to 
total sales and 6.1 to instalment sales 
in 1930; a ratio of 5.1 to total sales 
and 7.7 to instalment sales in 1931. This 
indicates an increase of 2 in the ratio 
of loss to total net sales by instalment 
stores. 


Three Bandits Rob New York Ring 
Manufacturer 


Three bandits entered the offices of 
the Bristol Seamless Ring Co., 123 Liberty 
St., New York, on June 7 at 6.05 p. m., 
and held up and bound the proprietor, 
nine employees and two customers «who 
were in the office, escaping with loose 
diamonds, platinum ring blanks and: va- 
rious other articles of jewelry of a total 
value of about $50,000. 


Max Kromstadt, owner of the. concern, 
was standing in the front office talking 
to David Weinberg, a salesman, ..when 
the three robbers walked in the door and 
ordered everyone to put up their hands. 
The bandits ordered them into the shop, 
where three jewelry workmen were also 


told to reach for the ceiling. All were * 


marched into a smaller room where the 


thugs bound and gagged them with rope: 
One gunmafiy stood. 


and adhesive tape. 
guard while the other two went into the 
office and ransacked the safe. 


Weinberg, the salesman, was the first 


to free himself. He threw a tool through _ 
a window and shouted for help. A pa- - 
trolman arrived in about a minute and’ 
soon the office thronged with officers... ~~ 


The loss was completely covered by in- ; 


surance. sd 


Frank Morin, watchmaker and supplies, 
has removed from 212 Union St.. to 76 
Dorrance St. $e 3 

Garvin-Poland, Inc., has changed its 
name to Garvin Co., Inc., manufacturing 
jewelers, 144 Pine St. 

The Colonial Art Glass Co., 236 Prairie 
Ave., is owned by Bertrand E. Uhlig and 
Omar P. Gallant, according to their 
statement filed at the city clerk’s office. 

H. R. Benedict & Sons, precious stones, 
have removed their Providence office 
from 212 Union St. to the Case-Mead 
building, 76 Dorrance St., Room 311. 

Thomas O’Donnell of the J. L. An- 
thony Co. had a narrow escape from se- 
rious injury recently when attacked by a 
German police dog. His face was badly 
torn, requiring treatment at the Rhode 
Island Hospital. 

Decision for plaintiff for $295.69 and 
costs was rendered in Sixth District Court 
the other day in the case of Calvin Dean, 
Inc., against John L. Roberts, doing busi- 
ness as the Emblem Supply Co., on a dis- 
puted book account. 

The Roberts Manufacturing Co. has 
been incorporated under the laws of 
Rhode Island to manufacture ring trays, 
etc., with a capital stock of 100 shares of 
common of no par value. The incorpora- 
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tors are: Isadore M. Roberts, Dora Rob- 
erts and Josephine O’Brien. 


William F. Quarters, Edward A. John- 
son and Maryina Honan are named as 
incorporators of the Everbright Products 
Co. that has been incorporated under the 
laws of Rhode Island, as jewelry encas- 
ers with an authorized capital consisting 
of 100 shares of common no par value 
stock. 


Renfel Co., Inc., has been incorporated 
under the laws of Rhode Island with an 
authorized capital of 100 shares of com- 
mon stock of no par value, for the pur- 
pose of manufacturing jewelry novelties. 
The incorporators are: Frank Maran- 
dola, Guido Marandola and Mathew 
‘Marandola. 


Considerable water damage was suf- 
fered by the Sam Co., manufacturing 
jewelers on the second floor of the three- 
story brick building at 183 Eddy St., on 
June 10, when a fire set off sprinklers*on 
the upper floor occupied by the plant of 
William Aaran, manufacturer of artificial 
stones, where a fire started in some rub- 
bish. 

The officers of the New England 
Jewelers Golf Association “have decided 
that it is inadvisable to hold the Annual 
Golf Tournament this year. No dues will 
be charged to members for 1932. The 
association will carry on with the hope 


. that these enjoyable meetings of members 
~ amd guests held in the spring and fall 
can be resumed again in 1933. 


wa “five-days a week schedule will be the 
wéneral rule with® the manufacturing 
,J@welry and allied plants in thig-city and 


“Te New England Manufacturing Jewel- 


? ers’ and Silversmiths’ Association has 
* Les ae . 
completed a;canvass of its members and 


NEW ENGLAND NOTES > 


“the reports “indicate that 66 of the firms 


in this city, Attleboro and North Attle- 
boro will close their plants every Satur- 
day until Labor Day. Thirteen stone 
dealers of this city have announced sim- 
ilar action. Recently the Metal Findings 
Manufacturers’ Association voted for a 
five-day week during the summer. 


Paul C. Jacquerod 


TEANECK, N. J.—Paul C. Jacquerod, 85, 
a retired watchmaker, of 86 Sherman 
Ave., died June 3 at his home after an 
illness of four days. He was born in 
France but came to this country when a 
boy. Prior to three years ago, when he 
moved to Teaneck, he lived for twenty- 
eight years in West New York, while en- 
gaged in business in New York City. 

Mr. Jacquerod is survived by his 
widow, a daughter and two sons. He 
also leaves a brother, August Jacquerod, 
in France. 


At the recent annual meeting of the 
Retail Merchants’ Association of Detroit 
Maurice A. Engass of the Engass Jewelry 
Co. was elected president, his term be- 
ginning July 1. Mr. Engass has been 
vice-president of the association for the 
past two years. 
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THE WILLARD 


Washington's Foremost Hotel 























ON PENNSYLVANIA AVENUE AT 
AND F STREETS 


14TH 






Located in the center of the business, 
shopping, and theatre districts. Opposite 
the new Department of Commerce Build- 
ing and in close proximity to all other 
Government Departments. Whether in 
Washington on business or pleasure you 
will appreciate this convenience of loca- 
tion, the world famous Willard Cuisine, 
and the faultless service. 


Single Rooms $4.00 and up. 
Double Rooms $6.00 and up. 
Moderate rates in dining rooms. 


FRANK S. HIGHT, President 


WASHINGTON, D.C. 





Sterling Fireless Silver 


Reduces polishing to a minimum and obtains 
lasting brilliance. 


JOHN J. JACKSON & CO. 
156-158 Astor St., Newark, N. J. 
All Sterling and Fine Silvers Rolling for the Trade 








RINGS—A Specialty with 
LOUIS BLEIBERG 


336 Mulberry St. Newark, N. J. 











7 
OFFICES FOR RENT IN 


National Jewelers Board of Trade Bldg. 


22 West 48th Street, New York City 
Small and larger units of desirable space, with north 
light ready for immediate occupancy. 


DE WITT, SMITH & BATZLE, Managing Agente 
37 Wall Street, New York City 


Phone Whitehall 4-38383 











HAIRSPRINGS 


Go to a specialist with your hairspring troubles. 
Just send balance wheel and bridge, stud and 
collet to vibrate. Flat or Breguet hairsprings, 
Swiss and American, all sizes. ; 


SWISS HAIRSPRING SERVICE, Inc. 
116 Nassau Street New York City 

















NEW INVISIBLE RING GUARD 


Entirely concealed when on finger. 

No wire to twist or break. 

Excellent for diamond wedding rings. 

3 widths, 14 kt. white and yellow gold. 
Soldered inside of shank. 

Keeps setting in right place. 

Guard will not slide around ring. 


Samples and prices gladly sent on request. 


PHILRITE CO. 
Tel. Cortland 7-4828 New York City 





71 Nassau St. 











REEVE & MITCHELL CO. 


SINCE 1898 
NON-TARNISHING 


FLANNEL BAGS and ROLLS 


Philadel pltia. Pa. 


1110 Sansom Street 

















LEARN ENGRAVING 


Learn how to lay out attractive monograms 
and how to engrave them, how to do cellu- 
loid engraving and filling in engraving. 
Wm. Kassel’s “Short Course in Engraving 
for Jewelers” tells you how. 


It also gives full instructions for Making 
Wax Colors, “Tinting,” Raised Gold and 
Silver Letters on Celluloid, The Care and 
Sharpening of Gravers, etc., etc. Interest- 
ing, instructive, illustrated. Order a copy of 
this valuable booklet today. Send fifty cents 
to— 
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Erwin Schodlbauer, jewelry designer, 
has taken quarters at 46 W. 48th St. 

The New York Gift Show will be held 
at the New Yorker Hotel during the week 
of Aug. 22. 

Theodore D. Sulzer, Inc., has renewed 
its lease in the Cellini building, 48 W. 
Forty-eighth St. 

Herman Lehman, doing business as the 
Rima Watch Co., has taken new quarters 
in Room 1101, 15 Maiden Lane. 

A. Lublin, dealer in diamonds and 
jewelry, 87 Nassau St., has removed from 
Room 603 to Room 812, the same build- 
ing. 

A. Wolf, after 18 years as a retail 
jeweler at 2010 Third Ave., removed re- 
cently to new and larger quarters at 1996 
Third Ave. 

Raymond Abrahams, 522 Fifth Ave., 
announces that he has purchased the 
stock of M. A. Cosgrove, Inc., 712 Fifth 
Ave., under the Bulk Sales law. 

The Pioneer Watch Case Co., whose 
factory was formerly at 150 Chestnut St.. 
Providence, R. I., and sales force, at 48 
W. 48th St., has moved its entire factory 
and sales offices to 305 E. 46th St. 

Alex. Feldenheimer, of Feldenheimer & 
Jacoby, 170 Broadway, importers of dia- 
monds, sailed on the Deutschland on June 
1. He will be abroad for several months 
on a visit to the foreign gem markets. 

K. Mikimoto of New York, importer of 
genuine pearls cultured, has announced 
the opening of a branch office at 649 S. 
Olive St., Los Angeles, Cal. Mr. R. Yo- 
kahama will be in charge as well as sales 
representative on the Pacific Coast. 

Joseph Piltz, dealer in watch materials, 
26 Eldridge St., suffered a loss of his en- 
tire stock by fire on June 10. It is thought 
that it was the result of a short circuit 
in the wiring. Mr. Piltz places his loss 
at between $15,000 and $16,000. He was 
completely covered by insurance. 


S. R. Leon, advertising manager of the 
Benrus Watch Co. for the past five years, 
has opened his own advertising agency 
under the name of Leon & Held, Inc., 
1790 Broadway. The new firm, although 
it will handle other accounts, will special- 
ize in the merchandising of jewelry for 
retailers and manufacturers. 

Lionel Cinamon, Ch.E., formerly head 
of the eletroplating division of Sigmund 
Cohn, has announced the formation of 
his own company, the Special Chemicals 
Corp., which will manufacture and _ in- 
stall equipment for rhodium plating and 
allied processes. The new company has 
quarters at 30 Irving Place. 

Mrs. Mary Bennet Perine, widow of 
the late William D. N. Perine, formerly 
a member of Dreicer & Co., died June 
8 at her home at Mill Neck, L. I. She 
was unaware of the death of her hus- 
band but 47 days before, on April 22, 
because she had been taken ill shortly 
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before he was taken to New York for 
treatment. 


Theodore A. Kohn & Son, retail jewel- 
ers, for 28 years at 321 Fifth Ave., have 
removed to new quarters on the eighth 
floor of 608 Fifth Ave., the new Goelet 
building at the southwest corner of 49th 
St., where they will occupy a suite of of- 
fices and salesrooms. The firm was es- 
tablished in 1889 and located at 56 W. 
23rd St., between Fifth and Sixth Aves., 
removing in 1904 to the Fifth Ave. ad- 
dress. 


Three hold-up men entered the work- 
shop of P. H. Locklin & Sons, gold and 
silversmiths on the third floor of 36 Gold 
St., and flourishing revolvers, bound John 
L. Locklin, the head of the concern, and 
the elevator operator, and escaped with 
$1500 in gold and silver taken from the 
safe. The robbers placed their victims in 











Our whole country is waiting eagerly for 
the display by its business men, of individual 
courage and determination as the prime pre- 
requisite towards lifting our nation out of its 
present deplorable condition. 

A few days ago General Dawes said that 
he believed that the correction of the de- 
pression has begun to show itself, but that it 
would “have to come from the bottom and 
not from the top.” He said that he meant 
by this that we cannot look entirely to help 
from the Government, but must rely chiefly 
upon the efforts of individual business con- 
cerns. 

This can only mean that every member of 
our industry must take up each situation as 
it arises and deal with it upon individual lines 
of sensible and enlightened courage. 


Felix H. Levy. 








a vacant office, warned them to make no 
outcries, and fled. The two men finally 
worked loose from their bonds and noti- 
fied the police. 


Abraham Horowitz, salesman for R. 
Pearlman, manufacturing jeweler at 83 
Pearl St., was held up and robbed of a 
briefcase of jewelry worth less than 
$10,000 late June 17 while entering the 
building at W. Fifteenth St., Coney 
Island, to call on one of his customers. 
The thugs forced him into his employer’s 
automobile, drove three miles to Manhat- 
tan Beach, where they threw him from 
the car. Mr. Horowitz walked back to 
Coney Island and reported the robbery 
to the police. 


The Brooklyn Retail Jewelers’ Associa- 
tion held its monthly meeting June 9 at 
the Johnson building, 8 Nevins St. Presi- 
dent Peters presided. A discussion of the 
10 per cent excise tax on jewelry ensued. 
Plans were made for attendance at the 
convention of the New York State Retail 
Jewelers’ Association to be held at James- 
town, July 5-6-7. Mr. Esposito was elected 
to represent the Brooklyn association at 
the convention. Mr. Peters will attend 
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, Jewelry News of the 
¢ Metropolitan District 


as chairman of the Executive Board. Sev- 
eral other members of the Brooklyn group 
expect to be there. 


A report made by the Empire Trust 
Co. to the trustees recently called atten- 
tion to the fact that the fund established 
in the jewelry trade for Mrs. Rebecca 
Rodack, the widow of Aaron Rodack, who 
was shot by a bandit, July 22, 1926, was 
still extant. The jewelers raised $6500 to 
be payable to Mrs.Rodack, in installments 
and the report made to the trustees of the 
fund, Zach A. Oppenheimer, Joseph Rees 
and Jerome B. Katz, showed that interest 
of $571.37 had been earned and there was 
still a balance of over $900 for the bene- 
fit of the widow. 


Willson Streeter, vice-chairman of the 
emergency committee on taxation, at- 
tended the meeting of the Executive Board 
of Retail Jewelers’ Associations of New 
York, held June 3 at the Hotel Astor, 
to explain the jewelry tax law. Charles 
T. Evans, secretary of the A.N.R.J.A., an- 
nounced that the National Retail Dry- 
goods Association had joined in the fight 
against the retailing-wholesaler evil. As 
a delegate to the state convention, to be 
held at Jamestown July 5, 6, 7, the mem- 
bers selected Chairman Phineas Peters, 
with Henry Astor as an alternative del- 
egate. 

The Bronx Retail Jewelers’ Association 
held its last meeting of the season on 
June 14 at the Bronx Winter Garden. 
More than 75 persons attended. Vice- 
president Menczer presided, as President 
Landau was ill. The meeting was ad- 
dressed by Wilson Streeter, vice-chairman 
of the special committee on taxation of 
the jewelry trade, Charles T. Evans, sec- 
retary of the A.N.R.J.A., and Phineas Pet- 
ers, chairman of the Executive Board of 
Retail Jewelers of New York. After re- 
freshments the meeting adjourned for the 
summer, until the second Tuesday in Sep- 
tember when the fall activities will begin. 


The plan to urge the American people 
to sell their old gold jewelry to retail 
jewelers was the chief subject of discus- 
sion at the May meeting of the Metro- 
politan Retail Jewelers’ Association held 
at the Oddfellows’ Temple, 106th St. and 
Park Ave., on May 24. Henry Astor, 
president, advised the members of the 
secondhand dealer’s license which the 
jeweler must obtain if he desired to buy 
old gold. Phineas Peters, chairman of 
the Executive Board of Retail Jewelers’ 
Associations of New York, addressed the 
members on the subject of taxation, and 
Charles T. Evans, national secretary, also 
spoke on the tax and other subjects, in- 
cluding retailing wholesaling. Walter 
‘Hollinger, newly elected financial secre- 
tary of the organization, was introduced 
to the members. The subject of the cost 
of watch materials was discussed. It was 
said that the prices obtained for repair 
work had greatly diminished but that 
material prices had remained the same. 
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REMEMBER 


THAT FOR 
HONEST 
PROMPT 

ACCURATE 


RETURNS 


ON ANY MATERIAL SUCH AS 
OLD OR DISCARDED ARTICLES 


OF 


PRECIOUS METAL 


WE ARE AT YOUR 


REFINING SERVICE 











T. B. HAGSTOZ & SON 


709 SANSOM ST., PHILADELPHIA, PA. 
Thirty-four Years of Refining Service 




















ER/ 









ASTIN 


Delivery guaranteed within 3 days 


George Palestro 


134 West 23rd St., New York City 


WAtkins 9-8661 





18 
AMERICAN MADE 
WATCH OIL 


Nye prepares a special oil for wrist 
watches 


Order from Your Jobber 


WILLIAM F. NYE, INC. 


New Bedford Mass. 














There’s Money in Old Gold | 


old jewelry, dentures, etc. 


Refine it Yourself— 


and realize the most! 





Refining the Hoke way is simple and 
economical and the equipment needed is 
not expensive. y to do in your own 
shop, or even in your home. The extra 
returns from your first refining often pay 
our small fee. 


Ask for our free booklet R. C. 


Sam W. Hoke Mgr, 


Jewelers’ Technical Advice Co. 
22 Albany Street, New York City 

















WHY RUN RISK OF SIZING RINGS? 


Use THE PROTECTION RING GUARD. It has 
been used with complete satisfaction 
over twelve years. Made in all colors 
of 14 Kt. gold—1 doz. asst. on card. 


Fully tected LION SAFETY PIN CLUTCH CO., INC. 
by U. S. Patents 20 West 22nd St., N. Y¥Y. City Or Jobber 


REBUILT WATCHES 


A complete line of Rebuilt ELGIN, WALTHAM and 
other American standard make watches in new cases. 

Hamilton—Illinois—Howard—Elgin 21-J] R. R. 
Price list 

















watches in original cases, at very low prices. 
upon request. 

REBUILT JEWELRY CORP. 
New York City 











_ 76 Bowery 


NEAR Jaa JEWELRY (ENTER 


Select, quiet, luxurious —IJNEXPENSIVE 


Ideal as headquarters for the jewelry and kindred 
trades. Near business centers, theatres, smart 
shops. 801 rooms, each with private bath (tub and 
shower), mirrored doors, circulating ice water, etc. 
RATES For one person—$3.50, 4,5, 6,7 


For 2 persons—add one dollar, any room 
Suites (parlor & bedroom) —$9, $10, $12 












Direct subway line to Maiden Lane district from 
Grand Central Terminal, 
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Charles Brown, of the Stein & Ellbogen 
Co., spent three weeks in Providence, New 
York and other markets during June. 


Maynard Levy returned to Chicago re- 
cently after conducting a very successful 
sale for the W. C. Dean Jewelry Co., 
Oklahoma City. 


Lou Buss, of Buss-Linthicum-Thorson, 
made a business trip to Boston and other 
eastern cities by motor early in June. He 
was accompanied by Mrs. Buss. 


Announcement was recently made that 
§. Kapper succeeds to the business of 
Pokrass, Kapper & Co., platinum jewelry 
manufacturers at 1229 Capitol building, 
Mr. Pokrass retiring. 

The “Old English Silver House” of 
London and Chicago has leased the store 
room at 412 S. Michigan Ave., in the 
Fine Arts building, for a term of five 
years. Old Sheffield silver will be fea- 
tured. 

George Fleming, manufacturers’ repre- 
sentative, now has the jewelry line of 
the Fisher Co., Newark, N. J. Mr. Flem- 
ing will spend part of July in New 
York visiting relatives and _ business 
friends. 

Fred Mayer, one of the best known 
representatives in the industry, died sud- 
denly at his home in Chicago on May 26. 
For the past several years Mr. Mayer 
represented well-known diamond houses 
and most recently that of Reichman Bros., 
New York. 


Richard Seligman, of Seligman Jewelry 
Co., Seattle, Wash., spent several days in 
Chicago visiting relatives and friends as 
he returned home from attending the con- 
vention of National Wholesale Jewelers’ 
Association in Washington and visiting 
the jewelry markets in the East. 


Vincent Sorrentino, president of the 
Uncas Mfg. Co., Providence, R. I., at- 
tended the Republican convention in Chi- 
cago as a delegate from Rhode Island. 
He was accompanied by Mrs. Sorrentino, 
alternate delegate. While here Mr. Sor- 
rentino visited with his western represen- 
tative, Harry Lesch, 5 N. Wabash Ave. 


The 11th annual Chicago Gift Show to 
be held in the Merchandise Mart, Aug. 
8 to 13, will be of unusual interest to 
buyers. The setting for the Show is con- 
venient and efficient and will undoubtedly 
be the coolest place in Chicago. It is 
housed on the 15th and 17th floors of this 
great building far above the noise and 
heat of the street. Over 200 leading firms 
will show their latest designs of imports 
and domestic manufacture. 


I. S. Richter, age 72, died at his home in 
Chicago on June 4 after an extended ill- 
ness. While Mr. Richter was ill several 
years, he did not retire from business ac- 
tivity until about two years ago. Mr. 
Richter’s association with the jewelry in- 
dustry began when he started his service 
with Treulich & Lederer, wholesale jewel- 
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ers, at the age of 16. For the past 30 
years he has successfully represented sev- 
eral eastern manufacturers. Mr. Richter 
was a member of Masonic orders and the 
Beni Brith and was well known for his 
extensive charities. 


Plans for the fall and holiday showing 
of art and gift merchandise of the East- 
ern Manufacturers and Importers which 
will be held in Chicago Aug. 1 to 12 in- 
clusive, are progressing rapidly, accord- 
ing to an announcement by George F. 
Little, managing director. Present indica- 
tions are that the total number of buyers 
attending the exhibit will exceed that of 
the spring exhibit, many having in mind 
the opportunity of seeing what is best 
for the coming holiday trade. Extensive 








SPECIAL SURVEY OF JEWELRY 
TRADE 


A special survey of the jewelry trade 
just prepared by the Research Depart- 
ment of R. G. Dun & Co., shows the in- 
dustry in a far better and stronger posi- 
tion than it is generally credited with 
being. The result of the survey as sum- 
marized in the head is as follows: 


JEWELRY TRADE IN STRONGER POSITION 


Curtailment of manufacturing operations 
and virtual cessation of production of precious 
stones are bringing stocks to a more normal 
proportion, with a resultant stabilization of 
price trends. 





Retail demand since January has been con- 
fined chiefly to silver tableware, clocks, 
watches and novelty costume jewelry. Fre- 
quent variations in styles stimulate move- 
ment of latter, with interest shifting gradu- 
ally to the better grades of merchandise. 
Current sales heavier because of graduation 
and wedding gifts. 





The nation-wide endeavor to recover the 
hidden hoard of broken gold trinkets and 
antiquated jewelry, with estimated walue of 
$500,000,000 has helped sales in several dis- 
tricts. Revival of style for gold provides new 
outlet for distribution. 





Collection ratio to sales not unsatisfactory, 
in view of decreased volume of latter, but 
bad debt loss for the trade, as a whole is high. 
Further increase in record of insolvencies dur- 
ing first four months of this year. 








exhibits by leading manufacturers and 
importers will be staged as usual on the 
seventh and eighth floors of the Palmer 
House. 


The first of the three all-day golf out- 
ings scheduled for 1932, held at Twin 
Orchard Club on June 9, was not as 
largely attended as many former outings 
but was quite as successful from every 
point of view. The weather was ideal 
and the course in fine condition. Scores 
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Jewelry News Flashes from the 
Great Central West 


were decided by bankers’ handicap. H. 
E. Radix received the trophy offered for 
low net and Tom McMahon that for 
low gross. Myron Kelly had second low 
gross, and the following were awarded 
low net prizes in the order named: Mead 
Montgomery, A. F. Hillman, Earl Mar- 
shall, Frank Brodsky, Howard Schaeffer, 
Guy A. Dickinson, Al Bruckner and Louis 
Goldman. Guest prizes were awarded to 
Edward Litsinger and A. W. Walker. 
Prizes were awarded following dinner at 
the club. 


CINCINNATI 


The Frank Herschede Co., 124 E. 4th 
St., has been elected to membership in the 
Gemological Institute of America. 

Officials of the Oskamp-Nolting Co. are 
making quite a few changes in their plant 
on W. 7th St. on a general remodeling 
scheme which will give a great deal more 
room for display purposes and also add 
attractiveness to the salesroom of the 
outfit. 


Alfred Nathan 


SAN Francisco, CaL.—Alfred Nathan, 
for 30 years manufacturers’ representa- 
tive on the Pacific Coast and of recent 
years with offices in the Mutual Bank 
Building, 704 Market St., this city, died 
June 7 after an illness of five months. 

Born in Hamburg, Germany, Mr. Na- 
than came to this country at an early 
age, his first employment in the trade 
being with Max Nathan, his brother, dia- 
mond dealer of 68 Nassau St., New 
York. Later he came to San Francisco. 
entering the employ of his late uncle, 
Bernard Nathan. After a trip to the 
East, Mr. Nathan became Western rep- 
resentative for several Eastern manu- 
facturers. 

He was a member of Franklin Lodge, 
F. & A. M., and the St. Louis Lodge of 
Elks. 

Funeral was held from the Halsted & 
Co. funeral parlors. His ashes were 
placed in the Columbarium at Cypress 
Lawn Cemetery. 


Look Out for Him 


SANTA BarRBARA, CAL.—A check swind- 
ler, working on the West Coast, has been 
reported by John W. Cregan, retail 
jeweler of 3510 Orella Ave., this city. 

According to Mr. Cregan this man is 
quite jovial, and visits the store several 
times before showing any inclination to 
make a purchase, although he may offer 
something for repair. He stops at the 
best hotel. Finally, he decides to pur- 
chase a gift, paying with a bad check. 
He parks his car on a side street and 
leaves town immediately, jumping his 
hotel bill as well. 

It is reported that the same man some- 
times claims to be a furniture salesman. 
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THE 1932 V.I.F. MIFANS 


(FANCY SHAPED WATCH CRYSTALS) 


One of the many reasons for more and more 
jewelers using V. T. F. Mifans is the simple 
numbering system. 


KEY LETTER, INDICATING SHAPE 


\ MIAN 
(C2724) 








LENGTH WIDTH 
IN TENTHS OF A"Ym IN TENTHS OF A "Ym. 


Order refills from your jobber, either by 
the customary number used on other makes 
with instructions to send V. T. F. Mifans 
corresponding to numbers ordered, or by 


the new V. T. F. Mifan number. 


Cabinets containing assortments of 288-432- 
720-1080 or the complete line of 1634 are 
available without any charge being made 
for the cabinets. 


The new catalog describes these assortments, 

If you have not received a copy write for 

one. 
Your nearest jobber should be able to fill 
your Mifan requirements .. . if not write 
for a list of those who can. 


$1.10 
per dozen 
$2.00 for Military Shapes 


HAMMEL, RIGLANDER-PENNANT CORPORATION 
Exclusive Wholesale Distributors 


NEW YORK, U. S. A. 





























HOROLOGICAL 
QUESTIONNAIRE 


By 
LESTER B. PRATT 





(Continued from the May issue) 


OW shall we proceed to fit the steel collar to the 
lathe spindle and also fit the collar to take the 


index plate? 


Answer—In the last instalment we mentioned soft steel 
as suitable for making the collar that is to hold the index 
plate. A few words in regard to the proper steel to use 
for a given purpose will not come amiss at this point. 
When we require an edge tool of any description, tool 
steel is indicated for such purposes, and the carbon content 
of tool steel may vary to suit the particular requirements. 














Fig. 1. 


However, for certain purposes, such as the collar we wish 
to make, and which does not require to be hardened, soft 
steel is most suitable. 
mean Bessemer steel, or what is known to machinists as 
mild steel. Such steel will not harden, except that it can 
be case hardened (which is a distinct process and with 
which we are not concerned at the moment). On the 
other hand, it is very soft and works very smooth and 
clean in the lathe if suitable turning tools are used. 

To resume the making and fitting of our collar: Fig. 1 
illustrates an edge view and plan of the collar. 

The hole in the center of the collar should be turned 
to almost fit the rear end of the lathe spindle. During 
the turning operations, the collar may be held in a bezel 
chuck. A small hole may be bored out by using a suitable 
boring tool set in the slide rest. In using a boring tool 
for such purposes, the cutting edge of the tool should be 
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set exactly “‘on the line of centers” if we wish to produce 


a hole of uniform diameter clear through the piece. As 
mentioned above, the hole should be bored to almost fit; 
in other words, a trifle undersize. Then it should be 
lapped to fit exactly on the lathe spindle. 

The lap is easily made of a piece of brass rod, which 
should be about twice as long as the piece we wish to lap; 
in this case, the steel collar. The lap should be drilled 
through the center and the hole tapered about 2 degrees, 








Fig. 2. 


then a steel taper should be made to fit the taper hole in 
the lap. The lap should be turned true after the taper 
is fitted and the diameter should be about .002 less than 
the lathe spindle. Then the lap should be slotted length- 
wise through one side. This is done in order to slightly 
enlarge the lap as required, by driving the taper in. Small 
cross marks should be filed in the face of the lap to hold 
the emery powder while lapping. Fig. 2 shows the com- 
pleted lap ready for use. 

To use the lap, we shall adjust it so that it will slip 
into the hole in the collar; then apply a small amount of 
flour emery and plenty of oil to the surface of the lap. 
While the steel collar is turning in the lathe head we 
shall run the lap back and forth in the hole, which will 
readily smooth the hole and lap it to the exact diameter 
required. We can clean out the hole occasionally with 
a piece of soft pitch and try the collar for size on the rear 
end of the lathe spindle without removing the collar from 
the bezel chuck. If the hole still appears to be small, 
then we may enlarge the lap a trifle by driving the taper 
pin in. We will proceed with the lapping operation until 
we make the collar fit perfectly on the lathe spindle. Then 
we shall turn a shoulder on the collar, three-quarters of 
an inch in diameter by one-eighth of an inch in length. 
This shoulder is to carry the index plate. We may now 
remove the collar from the bezel chuck. 

Our next step will be to center the index plate in a 
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Tl. 
Pay Duyt 





PEOPLE NEED CASH TODAY 
and will be glad to know that you will 
purchase their old rings, chains, cuff 
links, bracelets, crippled watches, old 
gold, silver and platinum. 


THIS SIGN BRINGS THEM IN 


It provides a means to profits, new 
customers and friends. 





YOU CAN OBTAIN A SIGN 


Just write for details and valuable sug- 
gestions. 











THOMAS J. 


DEE & CO. 


Refiners 
95 E. Washington St. 
CHICAGO 











For the Past Four Weeks 
We Have Been Working Nights 





HE movement to obtain the ob- 

solete precious metal jewelry 
from the jewelry boxes and bureau 
drawers of the public is bringing re- 
sults. 
We are receiving more and more 
shipments of old metal from jewelers 
who are working this avenue of 
profit. In fact, we have been work- 
ing nights to accommodate our cus- 
tomers. 


They know that — 
FOR 4 GENERATIONS 


we have been returning full value in 
cash for old metals. Send us your 
accumulation today. We will hold 
the shipment intact until our esti- 
mate is approved, 





N. L. SHTEINSHLEIFER 


Smelter and Refiner of Precious Metals 


78 Bowery New York, N. Y. 











[3s] 


Erie THI) 





FOR RELIABLE 


Platinum 


AND 
Iridium 


BUY FROM THE RELIABLE AND 
WORLD-RENOWNED HOUSE OF 


Johnson, Matthey 
& Co., Inc. 


Refiners of Platinum and Precious Metals 


15 West 47th Street, New York City 
Telephone: BRyant 9-4645 


















large lathe and bore out the center to fit exactly onto the 
shoulder we have just turned on the steel collar. This 
fitting should be carefully done so that we will have no 
side shake. A hole one-eighth of an inch in diameter 
should be drilled nearly through the collar. It should be 
located so that half of the hole is in the edge of the index 
plate and half in the edge of the collar shoulder. A piece 
of steel rod should be tightly fitted into this hole. This 
serves as a key to hold the index plate in position. Two 
holes of the same size should be drilled in the face of the 
collar shoulder and located opposite each other and at 
right angles to the key. These holes are to take cap 
screws, and are used to hold the index plate securely in 
position on the steel collar. The heads of the cap screws 
should be about one-quarter of an inch in diameter and 
one-sixteenth of an inch in thickness, and should engage 
the face of the index plate sufficiently to hold it securely. 
A hole should also be drilled through the edge of the steel 
collar radial with the center and a 4% x 40 thread screw 
fitted. This screw is used to secure the steel collar to the 
lathe spindle. 

A notch one-sixteenth of an inch in width by one-eighth 
of an inch in length should be cut in the rear end of the 
lathe spindle. A pin or key is then fitted in the steel 
collar to engage the notch in the end of the lathe spindle. 
The notch will in nowise injure the lathe spindle. 


Recent Publications 


66 HAT time is it!” is a question which has required 
an increasingly accurate answer as the centuries 
roll by. Ages ago, in Greece, time was measured 
by steps, which counted the length of a shadow cast by a 
monument. The Egyptians had their clepsydras, or water 
clocks. To measure time within a quarter or half an hour 
was considered quite sufficient. 

The evolution of time-measuring instruments, set forth 
in a simple style, is now told for children in the little 
primer by M. Ilin, “What Time Is It? The Story of 
Clocks.” The author is a young engineer who wrote 
“New Russia’s Primer,” describing the Five Year Plan 
for Russian boys and girls. 


In this little book, which makes the story of watch and 
clockmaking a fascinating tale of adventure in the field of 
science, each of the important developments in the mecha- 
nisms of timekeepers is explained so that anyone can un- 
derstand them. To the person who has been frightened 
away from the technical side of watchmaking by the pon- 
derous tomes filled with mathematical equations, this book 
is a welcome explanation of the fundamental principles. 

It is illustrated with numerous black and white draw- 
ings by N. Lapshin. The American publisher is the J. B. 
Lippincott Co. and the translation is by Beatrice Kincead. 





The Effect of Perfume on Watch Lubrication 


With the tremendous 


increase in the use of perfume by the feminine sex, there 
comes a decided effect upon watch lubrication of which 
every watchmaker and jeweler should take cognizance. 
For the extensive use of perfume is a distinct cause of de- 
terioration among lubricants as is well pointed out by 
Paul Ditisheim, in the course of a series of articles on 
watch lubrication problems which he has written for the 
London Watchmaker. In a recent instalment he calls 
attention to the work that the Horological Laboratory of 
the Besancon University where M. Arcay has shown the 
positive action on watch lubrication by perfume. In one 
of the experiments a piece of camphor placed under a bell 
glass with a watch at the temperature of 19 deg. C. (66 
deg. Fahr.), which showed in less than an hour a marked 
increase in its coefficient of friction. Says Mr. Ditisheim: 

“Watchmakers who are engaged in repairing watches 
worn by ladies making a regular use of perfumes will 
observe the rapid disappearance of oils. Consequently 
manufacturers should do their best to protect the mechan- 
ism of the watch from these inconveniences. They should 
construct, especially for the jeweled wrist-watches, a cap 
to prevent the entrance of such substances which destroy 
the oil. 

“The direct contact of the wrist-watch with the skin 
is not favorable to the preservation of the oils. This cause 
of deterioration may be increased in the case of acids 
given off by persons in bad health. Henri Robert quoted 
this fact, which is often made evident by the tarnishing 
of the metallic surfaces of the movement; this effect may 
be produced after a few months’ use, or even after a few 
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weeks, when the lubricant necessary for the proper run- 
ning of the mechanism has completely disappeared.” 





Testing Naval Chronometers for Temperature Variation 


At Washington naval scientists have set up a special 
testing room where all timekeeping navigation instruments 
of the navy arrive at some time or another for disassembly, 
cleaning; reassembly and rigid testing for accuracy under 
the weather conditions the ships of the fleet encounter in 
their world cruises. 

In this insulated testing room, with its shelves and 
tables full of chronometers and torpedo boat watches, air 
conditioners supply the variations of temperature needed 
in the tests. 

Each test lasts six weeks, during which the temperature 
is run up to that of the tropics, dropped to that of the 
colder climes, and jockeyed back and forth in between. 
The readings are checked regularly with the observation 
of the stars naval astronomers make nightly through the 
giant spectroscope. 

At the end of the test period, the instruments are re- 
jected as unreliable, or, if found perfect, are sent back to 
sea for four more years accurately compensated for the 
gamut of weather every naval vessel may find in the course 
of a year. 

The test chamber, construction of which is of interest 
to the jewelry and instrument trade, is 10 by 20 feet. 
Two S type Frigidaire air conditioners are suspended in 
opposite corners of the room. 
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DICA CRUCIBLES 


For Melting Gold and Silver 
WITHOUT THE USE OF A FURNACE 


DICA Crucibles will save you time and money, 
Because they will give you quicker melts and cleaner 
castings, 
Because they are designed for easy pouring, best flame 
action and free draft, 
Because they last longer. 

Ask your dealer 


BINNEY & SMITH CO. 


41 East 42nd Street New York, N.Y. ¥ 





: BINNEY & SMITH CO., 41 E. 42nd St., New York. : 
° We are interested in the Dica Crucible, so please send us more 
: information. 
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will yield satisfactory returns. 


Hoover turns your precious metal 
sweeps and scrap into the most dol- 
lars and cents. The Amount of the 
Check will be a pleasant surprise. 
Ship your next accumulation to 
Hoover. Free shipping containers. 
Why not Try Hoover! 


Your values returned if you are 
not satisfied and so notify us on 
receipt of our remittance. 


HOOVER&STRONG, INC. 


119 W. Tupper St., Buffalo, N. Y. 
Golden Rule Refiners and Manufacturers Since 1912 





























CASH | 
for your Scrap Gold 





Turn your old jewelry, 
polishings, sweepings 
into cash ~ full value. 


Our check will be sent to you 
promptly. 


> SPYCO « 


Smelting & Refining Co. 


MINNEAPOLIS, MINNESOTA 
51 SO. THIRD STREET 




































Retail jewelers taking part in the “Buy Old 
Gold” Campaign who are not familiar with 
the method of testing the quality of the gold 
offered to them for sale should read the fol- 
lowing article carefully as a matter of self- 
protection in making purchases. 











HE first thing to do when an article of old gold is 

offered to you for sale, is to cut a deep notch in it 
with a file. Then apply a drop of nitric acid to the cut. 
If there is a green reaction, the article is evidently plated 
and you have cut through the gold. If there is little or 
no reaction it is solid gold, or if the reaction is somewhat 
noticeable, it is less than 10 karat gold. 

Next comes the stone test. Your equipment should in- 
clude three bottles of nitric acid, of varying degrees of 
concentration, a black stone slab and testing needles. 
There are nine testing needles, each tipped with gold, 
from four to 20 karat quality. Bottles for the acids, the 
stone and the needles may be obtained from a jewelry 
supply house for about $5. Your local chemist or drug- 
gist will prepare the acids for you according to the form- 
ulae given on this page. . 

Suppose a ring is to be tested. ‘The first operation is 
to file a clean place on the ring. ‘This is done because 
the surface of the metal is often covered with oil and this 
would be harmful to the accuracy of the test. Then rub 
the ring on the stone, making a distinct mark. If the 
ring is stamped, select the needle with the point nearest 
to the quality stamp and make a similar mark on the stone, 
taking care that it is as heavy as the one made by the ring. 
If these marks differ the test will not show true results. 
If this ring is stamped 10 karat gold take the acid mixed 
for testing 6 to 11 karats and put a drop on both marks 
simultaneously. Gradually a dark color will spread over 
the marks. If the mark of the ring reacts before that of 
the needle, it is less than 10 karat; if slower it is more. 
The same method applies for all tests. All you have to do 
is use the acid and testing needle of the same classification 
as the article to be tested. After making several tests of 
this nature you will be able to distinguish between golds 
of different karat fineness with a fair degree of accuracy. 


By observing the reactions of the acid on articles of 
different quality, you will be able to tell approximately 
the karat fineness of unstamped gold by a little experi- 
mentation. For example, if acid mixed for testing 11-15 
karat gold shows a very rapid reaction, it indicates that 
the article is in a lower classification ; therefore, test with 
8 and 10 karat needles and 6-11 karat acid. If the re- 
action is slow, the tested article belongs to the 11-15 
karat classification; test it with 12 and 14 karat needles. 
Very little or no reaction puts it in the 15-18 karat class 
—use acid mixed to test gold of that quality and test 
with 16 and 18 karat needles. 

In rubbing the gold article on the stone, care must be 
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taken that it is not rubbed from a place exposing a soldered 
joint as most solder is generally of lower karat than the 
article itself. 


In testing watchcases or other articles made up of sev- 
eral parts it is safer to make a separate streak for each 
part, as the center may be 8 karat, while the backs may be 
10 karat and the bow and bezel of another quality. This 
is not difficult, for when you make the various streaks 
add a letter to indicate which of the parts were used in 
making that particular streak, such as “B” for bezel, “F” 
for front and so forth. A little practice and close observa- 
tion is all that is necessary to insure success and the 
quality may be found within one or even one-half karat. 


Disposing of the Gold 


Jewelers generally sell the old gold to refiners who 
usually pay four cents per karat per pennyweight for small 
lots. For larger lots, which are melted down and as- 











EQUIPMENT NECESSARY FOR OLD 
GOLD STONE TESTS 


1. Testing stone or black stone. 


2. Testing needles: For testing yellow gold, nine 
needles from four to 20 karats; 
For green and white gold, six needles, three 
each, 10 to 14 karats. 


3. Three acids: For testing 15 to 18 karat gold, 
250 cubic centimeters 40° Baumé nitric 
acid plus 7.5 grams salt; 


For testing 11 to 15 karat gold, 250 cubic 
centimeters 24° Baumé nitric acid plus 0.5 
grams salt; 


For testing six to 11 karat gold, 250 cubic 
centimeters 30° Baumé nitric acid. 


4. Clearly labeled bottles for the acids. 











sayed, the pure gold content is payed for at $20.60 per 
troy ounce, less, of course, refining charges. 


With this in mind, the jeweler should make on the old 
gold he buys, settlements which provide a margin of self 
protection. A margin of one karat is considered reason- 
able by many jewelers. For example: Suppose a watch 
case weighing 18 pennyweights assays at about 14 karats. 
At the rate mentioned above, it is worth 18 x 14 x 4 
cents, or $10.08. ‘There is probably some solder of lower 
karat in the case; perhaps the actual quality of the case is 
only 13% karats; if so, the jeweler who fails to estimate 
its value to himself with a margin of one karat, which 
would be 18 x 13 x 4 cents, or $9.36, is liable to come out 
on the wrong side of the ledger. All these things should 
be considered in making payments. 
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Special Notices 


Payable invariably in advance. 

Rates under all headings except 
“Situations wanted” $1.50 for first 25 
words. Additional words, 5c. a word. 

SITUATIONS WANTED 75c. for 
first 25 words. Additional words 5c. a 
word. 

Heavy type, $3.00 for first 25 words. 
Additional words, 10c. a word. 

Name, address, initials and abbrevi- 
ations count as words, and are charged 
for as part of the advertisement. 

If answers are to be forwarded, 15c. 
extra to cover postage must be en- 
closed. 

Advertising matter addressed to 
Classified advertisers will not be de- 
livered. 

Advertisers who are not subscribers 
should send 25c. if they desire a copy 
of the paper containing their adver- 
tisement. 

Special notice forms close 20th of 
month, 

Unless the advertiser instructs us to 
publish his name and address, all answers 
will be directed care The Jewelers’ 
Circular. 

In answering ads, do not enclose origi- 
nal letters of recommendations, send 
duplicates. 

To avoid unnecessary correspondence 
mention your location in the advertise- 
ment. 


Jewelers Publishing Corporation 
Main Office, 239 W. 39th St, N. Y. 

















Situations Wanted. 


Under this heading, 75c. for first 
25 words, 5c. for each additional 
word; minimum charge, 75c. 





OPTOMETRIST, registered New Jersey, 
desires position, or office space. Ad- 
— “F., 8018,” care Jewelers’ Cir- 
cular. 





FIRST CLASS watchmaker and jeweler, 
plain engraver; 12 years’ experience. 
— “A., 8011,” care Jewelers’ Cir- 
cular. 





STENOGRAPHERS, BOOKKEEPERS, 
typists, clerks furnished, no charge. 
Fulton Agency, 93 Nassau St., Cort. 
7392, New York. 





WATCHMAKER, SALESMAN, also cleri- 
eal experience; good references. Fred- 
erick F. Sullivan, P. O. Box 673, Lan- 
caster, Pa. 





YOUNG LADY, bookkeeper, typist, 12 
years’ jewelry and watch experience, 
complete charge. Address ‘“M., 8048,” 
ear Jewelers’ Circular. 





IF YOU ARE IN NEED of a watchmaker, 
jeweler or optician, write to Henry 
Paulson & Co., 37 So. Wabash Ave., 
Chicago, Il. 





IF YOU WANT a master watchmaker, ex- 
pert engraver and all around good! 


workman in a store, write or wire S. lI. 
Ischelbarger, 16 E. South St., York, Pa. 





A-1 WATCHMAKER;; $30 a week; young 
married man; go anywhere; best refer- 
ence. “Watchmaker,” 723 Filer St., 
Norfolk, Va. 





WATCHMAKER with 25 years’ experi- 
ence wishes a job any place in the 
United States. Address “T., 8104,” care 
Jewelers’ Circular. 





ATLANTIC CITY or Philadelphia ; watch- 
maker, German, 30, 16 years’ experi- 
ence; first class work; own tools. L. 
Eckle, Route 5, Millville, N. J. 





WATCHMAKER, skilled mechanic, used 
to finest workmanship on Swiss and 
American watches; salary or percent- 
age; New York. Address ‘‘M., 7454,”’ 
care Jewelers’ Circular. 





HEAD WATCHMAKER, active, reliable, 
close timing, for 11 years in full charge 
of repair department; good references; 
New York City. Address ‘‘K., 7453,’’ 
care Jewelers’ Circular. 





WATCHMAKER AND JEWELER, age 31, 
first-class all around man, desires posi- 
tion in Southwest; salary secondary. 
Address “F., 8012,” care Jewelers’ Cir- 
cular. 





WATCHMAKER, 20 years’ experience 
Swiss and American watches, wishes 
position in New York City ; commission 
or salary. W. Chertcow, 1833 Madison 
Ave., New York. Tel. Harlem 17-8935. 





JEWELRY SALESMAN ; a highly recom- 
mended young man of wide experience 
seeks connection with reputable retail 
organization. Address “P., 8053,’ care 
Jewelers’ Circular. 





DO YOU KNOW that a skilled window- 
trimmer for the jewelry trade exclusive- 
ly is now available? For particulars ad- 
dress “Window Trimmer, 8071,” care 
Jewelers’ Circular. 


—_ 





YOUNG LADY, 10 years’ experience in 
retail jewelry store, wishes permanent 
position; reliable and conscientious 
worker; best references. Address ‘X., 
8069,” care Jewelers’ Circular. 





BOOKKEEPER, STENOGRAPHER, nine 
years’ experience complete charge of 
office, controlling accounts, trial bal- 
ance; best of references. Address “O., 
8052,’’ care Jewelers’ Circular. 





IF YOU ARE LOCATED in New York 
vicinity requiring an efficient counter- 
man for evenings only, answer this ad- 
vertisement; excellent references. Ad- 
dress “Q., 8054,’’ care Jewelers’ Circular. 





WATCHMAKER-SALESMAN, thoroughiy 
competent, 15 years’ experience, best 
references, wants place; Central states 
or South. Address “Watchmaker,” 124 
South Twentieth St., Decatur, Illinois. 





WATCHMAKER, JEWELER, engraver 
and diamond setter, wishes permanent 
position; married, age 31; salary $50; 
12 years’ experience; go anywhere. Ad- 
dress “A., 8038,” care Jewelers’ Circular. 





YOUNG MAN, 25, eight years’ retail store 
experience, excellent salesman, window 
trimmer, wants position where he can 
learn watch repairing. Address “D., 
8032,” care Jewelers’ Circular. 





MIDDLE AGE WATCHMAKER can re- 
pair any make of watch, prefers a posi- 
tion where high grade Swiss watches 
are repaired. Write Box 158, Ruffs- 


——— 


OPTOMETRIST with or without equip. 
ment, can assist with watch work ang 
engraving; Connecticut license by ex. 
amination. Address “C., 8088,” care 
Jewelers’ Circular. 





FIRST CLASS ENGRAVER, married, can 
do all kinds of enamel cutting, carving 
and chasing; all around shop man, also 
fair die cutter. Address “A., 8090,” care 
Jewelers’ Circular. 





JEWELER, good fast workman on em- 
blem rings, ensemble rings, also any 
kind of repair work, wants position; 
willing to invest $500-$750. Address 
“T., 8102,” care Jewelers’ Circular. 








WATCHMAKER, first class workman, 
middle aged, with many years’ experi- 
ence; best of references; will go any- 
where. Address P. Sz., 325 Linden Ave, 
Woodlynne, N. J. ‘ 





YOUNG LADY desires selling position, 
wholesale or retail; six years’ experi- 
ence, jewelry and bags; very capable; 
pleasing personality ; highest references, 
— “‘A., 8022,’ care Jewelers’ Cir- 
cular. 





STORE MANAGER, wideawake pro- 
gressive, chain store experience man- 
agement, sales promotion, credits, col- 
lections, window trimming and adver- 
tising. Address “D., 8026,” care Jewel- 
ers’ Circular. 





CAN YOU USE retail diamond watch 
salesman? 20 years’ metropolitan ex- 
perience; understands all details; per- 
sonality, honest, character, reliable; 
best credentials. Hauser, 4300 Drexel 
Blvd., Chicago, IIl.. 





WATCHMAKER AND ENGRAVER, age 
40, skilled workman, 23 years’ experi- 
ence; neat appearance; sales ability; 
20 years with one company; moderate 
salary. Address ‘‘Watchmaker,” 5215 
Wayburn Ave., Detroit, Mich. 





AMERICAN WATCHMAKER, high grade 
workman with 22 years’ experience as 
shop man, charge department and also 
store manager; reliable; best refer- 
ences. Address “W., 8068,’’ care Jewel- 
ers’ Circular. 





SALESMAN residing in Los Angeles, 
Calif., 20 years’ experience calling on 
retail jewelers California, open for line 
popular priced jewelry; reference. Ad- 
— “R., 8056,” care Jewelers’ Circu- 
ar. 





WATCHMAKER, middle age, married, 25 
years’ experience in repairing all exist- 
ent kinds of watches and clocks, desires 
a good position, either part, full time or 
piece work. Address “K., 8058,’ care 
Jewelers’ Circular. 





WATCHMAKER “Certified,” light jewelry 
repairer, desires to make change by 
July 10th; 22 years’ experience: age 40, 
married, with family; Al references. 
What have you to offer? Address “S., 
8057,”. care Jewelers’ Circular. 





YOUNG MAN, 25, good appearance, re- 
sponsible, thoroughly experienced, 
wholesale and retail; office work and 
sales; good knowledge diamonds and 
jewelry. Address “D., 8035,” care 
Jewelers’ Circular. 








dale. Pa. 


A-1 WATCHMAKER, experienced ll 
around man, desires permanent position 
with retail store; good estimator; sales 
ability; honest and reliable; 10 years’ 
experience. Address “K., 8044,” care 
Jewelers’ Circular. 











British Press Gives Assurance to 
Diamond Buyers 


LonpoNn, June 10.—Ever since the dia- 
mond mines of South Africa closed on 
production diamond men in Europe have 
been at pains to broadcast the fact that 
precious stones are not losing out in value 
and that diamond buyers who may be 
misguided enough to think that a depre- 
ciation in prices must follow in view of 
the curtailed demand for the stones are 
likely to be quite disappointed. This view 
is now generally accepted by the well 
informed, but a lot of folk still cling to 
the fond delusion that present stocks will 
have to be disposed of at a premium be- 
fore mining is resumed. 

In these circumstances it is pleasing to 
find that some sections of the consumer 
press, contrary to their usual routine, are 
discouraging the idea of anything in the 
nature of a “diamond slump.” The Daily 
Telegraph, one of the most influential of 
the metropolitan newspapers, devotes 
some space this week to the viewpoint of 
the diamond trade in connection with dia- 
mond stability. 

It quotes at length the views of one 
leading diamond man here on the out- 
look for the diamond industry, and draws 
attention to the fact that popular miscon- 
ceptions in the minds of the public re- 
garding diamond values cannot hold wa- 
ter. Io many people the closing of the 
diamond mines two months ago was, it 
says, tantamount to admitting that the 
diamond industry was in a critical con- 
dition. Any diamond slump would mean 
that the amount of capital affected would 
be in the neighborhood of $5,000,000,000, 
at normal exchange rate. The temporary 
closing down of De Beers alone was suf- 
ficient to “rationalize” the diamond posi- 
tion to the point of eliminating any fear 
of a “slump” in values. 

According to the Telegraph the Dia- 
mond Corporation had to safeguard the 
position, and the closure of mines was in 
no sense a “panic measure.” Such a step 
was taken in 1908 during the American 
financial crisis. It was taken again dur- 
ing the World War, and again in the 
depression 11 years ago. Quoting the dia- 
mond expert, the daily said: 

“The production of diamonds has to be 
adjusted to the demand, and the great 
producing companies consider they al- 
ways should be able to see their market 
for at least two years ahead if stability 
is to be assured. The present depression 
might be causing people to wonder 
(whenever they thought of buying dia- 
monds) what they would be worth a few 
years hence. There is no need for them 
to be disturbed.” 

Intrinsically diamonds are today worth 
much more than they were 25 years 
ago, and there is no reason at all to be- 
lieve that their value will ever diminish. 

This is good publicity for the diamond 
trade and the sort of long-headed reason- 
ing that will do much to counteract the 
sensational type of “diamond slump” bal- 
lyhoo which breaks out sporadically like 
the “flu” and other seasonal epidemics 
among the less responsible of the con- 
sumer press caterers. 
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Hallmark Co. Announces New 
Watch Line 


A distinctive new line of watches, in- 
cluding many attractive baguette numbers 
was announced by The Hallmark Com- 
pany, Inc., of New York, through its 
president, David P. Salomons. 

“This new line of watches,” said Mr. 
Salomons, “will have the smartest style 
influence of the Rue de la Paix, Paris, 
the dependability, accuracy and skill of 
the finest Swiss watch factories, with a 
policy and plan appealing to the jeweler.” 

Frequent trips to Paris are anticipated 
by Mr. Salomons, to provide a contact 
with the newest trends in fashionable 
watches as well as the latest improve- 
ments in the development of Swiss watch 
movements. 

In addition to the Hallmark watches, 
the company will also distribute the A. 
Lecoultre watch. Offices of the firm are 
located at 16 E. 40th St.. New York. 


Free Trips to Leipzig Trade Fair 


Free trips to the Leipzig Trade Fair 
are again offered to American buyers 
throughout the country. This unique plan 
for defraying the cost of an oversea trip 
has proved extremely popular, increas- 
ing the attendance at the Fair and stim- 
ulating trade. The expense of the round 
trip will be refunded at Leipzig as here- 
tofore on the basis of orders placed at 
the Fair, which will be held from Aug. 
28 to Sept. 1. 
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Contest to Develop Jewelry Store 
Traffic 


The Bulova Watch Co., New York, is 
conducting a contest for which $10,000 
in cash awards are offered. The public 
is asked to name a Bulova watch. The 
prizes range from $1000 down to $2. A 
total of 2828 awards will be made. The 
contest closes at midnight, July 31. 

The principle of the campaign is to de- 
velop store trafic—to bring more people 
into jewelry stores, where they are able 
to obtain prize blanks, look at the new 
watch and offer a suitable name. 

That the contest is proving successful 
is evidenced by the tremendous number of 
responses that are being received regu- 
larly every day at headquarters. 


Harry Fink 


Fort SMITH, ARK.—Harry B. Fink, 
head of the John Fink Jewelry Co., of this 
city, died June 2 at the Fort Smith hos- 
pital. He was 36 years old and had 
suffered from ill health for the past sev- 
eral years. 

Surviving are the widow, a daughter, 
two sons, his mother and a brother. 


Platinum Market 


Platinum prices, as of June 23, were 
officially quoted as: 


POM ade co< nanas soda scans neuen $37.50 
Containing 5 per cent iridium......... 38.50 
Containing 10 per cent iridium........ 40.00 
SE b sc cwncectcshdnesnnganmanaee 78.00 
POG i ccoxe cnt amessedane madaten 21.00 
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THE JEWELERS’ 


JEWELRY 
AUCTIONEERS 


Regardless of conditions in your 

city, we will raise cash at once 

on your “shelf-stale” stock at no 
loss to you! 


We are sales engineers with a long en- 

viable record that speaks for itself. We 

guard your reputation by exercising 

dignified salesmanship—we’ll _ bring 

new customers to your store—we’ll 
guarantee results! 


Sell now and restock with new 
merchandise for Christmas business 


All Correspondence Strictly Confidential 


Write, wire or 


telephone W.-B. 3-2619 


BERNARD CO. 


B. BERNARD S. W. HART J. S. MANN 


JEWELRY AUCTIONEERS 
37 West Market St. 
Wilkes-Barre, Penna. 
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Do You Need New Blood in 


Your Finance Department? 


A man of unusual qualifications is available for a 
position of responsibility, requiring executive abil- 
ity and a comprehensive knowledge of practical 
finance and accounting interpretation. He is com- 
petent by business experience and background to 
be financial executive of a large corporation. 


During the last thirteen years he has been asso- 
ciated with one of the largest investment banking 
houses. At different times his duties included: 


(1) Training their salesmen, 

(2) Managing their office, effecting a complete 
revision of their office records and the in- 
stallation of a cost system, 

(3) Preparing security issues for the market 
and following the fortunes of the com- 

panies, 

(4) Assisting in programs of expansion and 
reorganization, etc., 

(5) Contacting large industrial companies and 
advising with them on financial matters. 


He was born in the Middle West and was graduated 
from an eastern university. He enjoys excellent 
health. Twenty-five years of experience have devel- 
oped a spirit of cooperation and seasoned a judg- 
ment which is frequently sought. He is diplomatic 
but forceful. Opportunity for discussion is irivited. 


Address “X 8083,” care of The Jewelers’ Circular. 

















EES & SANDERS 


Better returns for your Sweeps mean 


AN INCREASED PROFIT 


WEEP SMELTERS. 
BIRMINGHAMDI,ENG. 
























mented, mounted or fitted with precious metals or imitations 
thereof or ivory, or to articles selling for less than $3. This 
price exemption has relation to all articles specified in section 
605, excepting parts for watches or clocks, which are taxable 
if sold for more than 9 cents each. =» 

“The phrase ‘articles used for religious purposes’ means ar- 
ticles of a description ordinarily taxable under the Act, but 
which are commonly used in religious devotion. However, an 
article commonly used for nonreligious purposes may be sold 
tax free if purchased from the manufacturer for use exclusively 
for religious purposes.” 

Relative to the rate of tax the regulations say: “The tax 
is payable by the manufacturer at the rate of 10 per cent of 
the sale price as outlined, is such price is $3 or more (or more 
than 9 cents each in the case of parts for watches or clocks).” 





General Provisions of Regulation 


Information made available in the general provisions of the 
regulations on excise taxes follows: 

As used in the Act, the term “producer” includes a person 
who produces a taxable article by processing, manipulating, or 
changing the form of the article, or produces a taxable article 
by combining or assembling two or more articles. 


DEFINITIONS OF MANUFACTURER 


Under certain circumstances, as where a manufacturer pro- 
duces or produces a taxable article for a person who furnishes 
materials and retains title thereto, the person for whom the 
taxable article is manufactured and produced, and not the per- 
son who actually manufactures or produces it, will be consid- 
ered the manufacturer. 

A manufacturer who sells a taxable article in a knockdown 
condition, but complete as to all component parts, shall be liable 
for the tax under Title IV, and not the person who buys and 
assembles a taxable article from such component parts. 


PASSING OF TITLE 


In general, a tax attaches when the title to the article sold 
passes from the manufacturer to a purchaser. 

When title passes is dependent upon the intention of the 
parties as gathered from the contract of sale and the attendant 
circumstances. In the absence of expressed intention, the legal 
rules of presumption followed in the jurisdiction where the 
sale is made govern in determining when title passes. Gen- 
erally title passes upon delivery of the articles to the pur- 
chaser or to a carrier for the purchaser. 

In the case of a sale on credit, it is immaterial whether or 
not the purchase price is actually collected. 


CONSIGNMENTS OF Goops 


Where a manufacturer consigns articles to a dealer, retain- 
ing ownership in them until they are disposed of by the dealer, 
title does not pass and the tax does not attach until the sale by 
the dealer. Likewise, where the relationship between a manu- 
facturer and a dealer is that of principal and agent, title passes 
upon sale by the dealer, and tax thereupon attaches. 

Section 620 provides that, except in the case of tires and 
inner tubes and articles taxable under section 604, relating to 
the tax on furs, no tax shall be imposed upon articles sold for 
use in the manufacture or production of other articles subject 
to tax under Title IV. The right to exemption shall be estab- 
lished by a certificate of exemption such as is set forth below. 


PROVISIONS FOR EXEMPTION 


The exemption is provided in the case of an article, otherwise 
subject to tax, which is sold (1) for use as material in the 
manufacture or production of a taxable article, or (2) for use 
as a component part of a taxable article to be manufactured or 
produced by the vendee. In order to obtain the exemption from 
tax, the vendor must obtain from the purchaser, and retain 
in his possession, a certificate of the purchaser, showing con- 
clusively that the purchaser is a manufacturer of taxable ar- 
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ticles and that the article so purchased is to be used by the 
purchaser for one of the two purposes specified. 

If the vendee resells an article sold to him tax free under 
section 620 he shall, for the purposes of Title IV, be considered 
the manufacturer and will be either required to pay the tax 
imposed thereon or will have to establish by exemption certifi- 
cate that his sale is tax free under the terms of section 620. 


LIABILITY OF DEALERS 


Jobbers or dealers who are not manufacturers, and users, 
who are not manufacturing taxable articles, are not entitled to 
purchase free from tax. 

The provisions of the act quoted (section 619) embody the 
rules for determining the sale price. In general, this should 
be the manufacturers’ actual price at the factory or place of 
production. In determining the sale price, for tax purposes, 
there shall be included any charge incident to placing the article 
in condition packed ready for shipment. There shall be ex- 
cluded (1) the amount of tax imposed by Title IV, whether or 
not billed as a separate item, and (2) (subject to the provisions -- 
of article 12) transportation, delivery, insurance, installation, or 
other charges (not required by the preceding sentence to be 
included). 

SALES ON CREDIT 


Where articles are sold on credit, the tax is to be returned 
and paid to the collector of internal revenue during the month 
succeeding that in which such sales are made, even though 
the price not be paid by the manufacturer until a later date. 

Where articles are leased by the manufacturer, or where 
articles are sold under an installment-payment contract, or un- 
der a conditional sale contract with payments to be made in 
installments, a proportionate part of the total tax shall be paid 
upon each payment made with respect to the article. 

Readjustments in sale price (such as allowable discounts, 
rebates, bonuses, etc.) cannot be anticipated. The tax must be 
based upon the original price unless such readjustments have 
actually been made prior to the close of the month in which 
the tax upon the sale is returned. However, if the price upon 
which the tax is computed is subsequently readjusted, a proper 
credit may be taken against the tax due on a subsequent return 
or an appropriate claim for refund may be filed. 


Commissions TO AGENTS 


Commissions to agents are not deductible from the price 
under any conditions for purposes of tax under Title IV. 

If articles sold are returned and the sale entirely rescinded 
by refunding the entire amount paid, including tax, no tax is 
payable upon the transaction and, if paid, the tax may be 
credited or refunded. 

Where, for any reason, a manufacturer’s sale price does not 
properly reflect the price for which similar articles are sold 
at the place of manufacture or production in the ordinary 
course of trade by manufacturers, and the sale is not an arm’s 
length transaction, the tax shall be upon a fair market price. 

Where a manufacturer sells articles at retail, the tax on his 
retail sales ordinarily will be computed on a price for which 
similar articles are sold by him at wholesale. 

If a false or fraudulent return be wilfully made, the penalty 
under section 3176 of the Revised Statutes is 50 per cent of the 
total tax due for the entire period involved, including any tay 
previously paid. 

Under section 1114 of the Revenue Act of 1926, any person 
who willfully fails to pay or collect any tax due, file return, or 
keep records, or attempts in any manner to evade or defeat 
the tax is subject to a fine of $10,000, or imprisonment, or both, 
with costs of prosecution, and is also liable to a penalty equal 
to the amount of the tax not collected or paid. These penalties 
apply to an officer or employe who, as such officer or employe, 
is under a duty to perform the act in respect of which the viola- 
tion occurs, as well as to a person who fails or refuses to per- 
form any of the duties imposed by the act, i. e., pay the tax, 
make return, keep records, supply information, etc. 
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In its attitude on unfair competition, the Federal 
Trade Commission has declared in its com- 
plaints :— 


“A wholesaler is one who sells to the 
trade, but never to the legitimate con- 
sumer of an individual unit as such. 
It is the character of sales to the trade 
that marks and distinguishes a whole- 
saler.” 


In alleging misrepresentation, in a 
recent complaint, the Federal Trade 
Commission goes on to say: 


“In truth and in fact, the respondent 
is not a wholesaler, but is a mail order 
house engaged in selling to the con- 
suming public.” 


e This is the type of competition that has under- 
mined the prosperity of the retail jeweler. It is 
the duty of the legitimate manufacturers who 
WOOD sell to the retailer to help protect him in every 


way from such competition. 


J.R. WOOD 


ESTABLISHED 1850 


PARIS AMSTERDAM 
48 Rue Lafayette Sarphatistraat 47/55 
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